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York Calls O’Mahoney 
Ocean Marine Report 
“Decidedly Unfair’ 


Sees Dangers in Attitudes of Ma- 
jority of Committee and Counsel 
On Regulation 


INSTITUTE MEETING HELD 


Kratovil Elected New President; 


Inselman First Vice Pres.; 
McDowell is Re-elected 


The exemption from Antitrust Laws 
afforded the American ocean marine in- 
surance field keeps the shipping industry 
from being forced into foreign insurance 
markets where they would otherwise 
have to live with “discriminations” and 
other “unfavorable” factors. 

Miles F. York, who retired as _ presi- 
dent of the American Institute of Ma- 
rine Underwriters, made this observation 
during the group’s annual meeting here 
last week. Mr. York was succeeded by 
Emil A. Kratovil, president of Carpinter 
& Baker, in the presidential post. Mr. 
Kratovil was also elected president of 
the Board of Underwriters of New York. 

George Inselman, president of the 
Marine Office of America, was elected 
first vice president. 











Institute 63 Years Old 


The American Institute, founded 63 
years ago, is a trade association of 122 
companies writing ocean marine insur- 
ance in the United States. The same 
122 member companies comprise the 
Board, founded in 1820, one of the oldest 
trade associations in the United States. 
Other officers elected include: second 
vice president, Thomas M. Torrey, resi- 
dent vice president in New York for 
the Insurance Company of North Amer- 
ita Companies; and treasurer, Archie 
M. Stevenson, vice president and direc- 
tor, Chubb & Son Inc. 

Carl E. McDowell was re-elected exec- 
utive vice president of the Institute and 
Board of Underwriters. 

Also elected were the following direc- 
lors to serve until December, 1963: John 
T. Byrne, Talbot, Bird & Co.; Harold 
lackson, Wm. H. McGee & Co.; Donald 
H, Miller, American International Marine 
Agency; Raymond G. Shepard, Reliance 
Nsurance Co. and Mr. Stevenson. 

Mr. York’s remarks were prompted 
y a recent majority report of the Sen- 
ate Subcommittee on Antitrust and Mon- 
poly which was sharply critical of the 


(Continued on Page 25) 
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Lester Schriver Will 
Retire As Staff Head 
Of NALU Next Year 


Executive Vice President of Life 
Underwriters Assn. Held Office 
For Eight Years 


COMMITTEE ON SUCCESSOR 


Sees Major Goals of Life Under- 
writers Attained; Has Had Dis- 
tinguished Career in Business 











Lester O. Schriver, executive vice 
president of National Association of Life 
Underwriters, has announced in a letter 
dated September 1 to then NALU Presi- 
dent William S. Hendley, Jr. that he 
will retire from his present position on 
December 31, 1961. 

A committee was appointed by Mr. 
Hendley at the last board of trustees 
meeting in his administration to inter- 
view potential candidates for the exec- 
utive vice president post and to submit 
recommendations to the NALU board at 
the 1961 mid-year meeting in Ft. Lauder- 
dale, Fla. April 16-20. The committee is 
headed by NALU Trustee Frank G. Mc- 
Namara, Old Line Life, Waukesha, Wisc. 


Sees Goals Attained 


In connection with his retirement, Mr. 
Schriver said: 

“Seven years ago I set a few goals, 
which have been partially realized and 
which I believe can be fully consummated 
in the near future. The following are a 
few of the goals which I felt were im- 
perative: The completion of our own 
headquarters building. The good solid 
membership of 100,000 competent life in- 
surance salesmen. A staff second to none 
in the national organization field. A stand- 
ing in the industry that would command 
the respect of every segment of our 
business, and the community in general. 
And, above all, a measure of service to 
our members unsurpassed by any similar 
organization. All of these goals have been 
accomplished or are in sight. 

“All in all, it has been a rewarding 
seven years for me, and I hope that 
historians will record it as a period of 
solid growth in the annals of the Asso- 
ciation. Now that it would appear that 
the show is on the road, it would seem 
to be an appropriate time for me to 
consider retiring from the exceedingly 
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What did the explorer miss 
most in the polar vastness? 


IMAGINE—if you can—a world in 
which you’d never hear a single famil- 
iar sound. 

An explorer of the Antarctic once 
lived alone for weeks in this kind of 
silence. And later he wrote that he 
missed nothing so much as the voices 
of friends, and countless other sounds 
that we hear daily. 

If your hearing is good now, how can 
you keep it that way? Equally impor- 
tant, what can you do to protect your 
children’s hearing? 

Most symptoms of ear trouble in 
adults are easily recognized—straining 
to hear low-pitched conversations, feel- 
ings of fullness or congestion, ringing 
or buzzing sounds in the ears. Any one 
of these symptoms should be investi- 
gated by your physician. 

It’s more difficult to tell when a 
child’s hearing is affected. But there are 
signs that should alert parents to trou- 
ble. Inattention, a tendency to shyness, 
a desire to be alone and inability to 
pronounce words properly—all these 
may indicate a hearing difficulty. 


Should any of these signs appear, a 
child’s hearing should be tested. More- 
over, it’s advisable to have a child’s 
ears examined after measles, chicken 
pox, mumps, whooping cough, swollen 
adenoids and a sore throat from any 
cause—even though there are no symp- 
toms of ear trouble. 


Ear infections are no longer the seri- 
ous problem they once were—thanks 
to the antibiotic drugs. When given 
promptly, these drugs usually bring 
rapid cure. And surgery is of great 
benefit to many people in middle and 
later life afflicted with chronic pro- 














gressive deafness. 

Those who are hard of hearing are 
in great need of patience and under- 
standing. Without it they are likely to 
feel the loneliness of the Antarctic ex- 
plorer. Speaking slowly and distinctly 
is a great help. Fingers should be kept 
away from the lips since many deaf- 
ened people unconsciously depend on 
some lip reading. 

Your best protection against ear trou- 
bles at all ages lies in regular tests of 
your hearing and prompt treatment by 
a physician at the first sign of any dif- 
ficulty in hearing. 





This advertisement is one of a continu- 


' ing series sponsored by Metropolitan in 
' the interest of our national health and 
' welfare. It is appearing in two colors in 


publications with a total circulation in 
excess of 45,000,000 including Saturday 


' Evening Post, Ladies’ Home Journal, Good 


Housekeeping, Redbook, Reader’s Digest, 


_ National Geographic, U. S. News, Look. 





Life 
§ board 1 
an assi 
Howar 
Nam 
John 
actuary 
| Society 
as an | 
vanced 
a vice 
the Ur 
was Wi 


Jaso1 
associa 
vanced 
Gillilar 
compa! 





counse 
He is 
Colleg 


Schoo! 
Joh 


ident — 
vancec 





att Jacks 





comp: 
Minist 
tions. 

Carol; 
years 

direct 
Ba ¢ 
Atlan 








and a 














1960 














December 9, 1960 











Page 3 





Life of Georgia Home Office Changes 


Life of Georgia has elected a new 


| board member, three vice presidents, and 


an assistant vice president, President R. 
Howard Dobbs, Jr., announced. 

Named to the board of directors was 
John M. Bragg, vice president and 
actuary. Mr. Bragg, a Fellow of the 
Society of Actuaries, joined the company 
as an associate actuary in 1956, was ad- 
vanced to actuary in 1957, and elected 
a vice president in 1959. A graduate of 
the University of Winnipeg, Canada, he 
was with Great-West Life nine years. 


New Vice Presidents 


Jason B, Gilliland, vice president and 
associate general counsel, was ad- 
vanced from assistant vice president. Mr. 
Gilliland has been associated with the 
company since 1949 as assistant general 





JASON B. GILLILAND 


counsel and associate general counsel. 
He is a graduate of Pikeville (Ky.) 
College and University of Kentucky Law 
School. 

John M. Jackson, Jr., CLU, vice pres- 
ident and manager of agencies, was ad- 
vanced from director of agencies. Mr. 


W. EDWARD LELAND 


Jackson has been associated with the 
company since 1943 in home office ad- 
Ministrative and field supervisory posi- 
tions. He was the company’s North 

rolina territorial manager for seven 
years before being advanced to agency 
directorship four years ago. Mr. Jackson 
$a graduate of Emory University and 
Atlanta Law School. He was an agent 
and assistant manager for Metropolitan 





for 13 
Georgia. 
W. Edward Leland, vice president ana 


years before joining Life of 


JOHN M. BRAGG 


mortgage loan manager, was advanced 
from assistant vice president. Mr. Leland 





JOHN M. JACKSON, JR. 


has headed the Life of Georgia mortgage 
loan department since 1953. Previously 


EDWARD D. LORD 








Dr. Dublin to Retire 
From Institute Post 


HIS LONG, NOTABLE CAREER 





Activity to be “Louis I. Dublin Public 
Service Award”; Robert C. Singer 
To Handle Program 


Dr. Louis I. Dublin, known for a half 
century or more as one of the nation’s 
foremost authorities on public health and 
welfare matters and population statistics, 
will retire at the end of the year from 
his post as consultant on Health and 
Welfare for the Institute of Life Insur- 
ance. Reporting the retirement, the Insti- 
tute announced that in recognition of 
Dr. Dublin’s contributions to the cause 
of both public service and life insurance, 
the annual award of the Public Service 
Program jointly sponsored by the Insti- 
tute and the National Association of 
Life Underwriters will henceforth be 
known as “The Louis I. Dublin ‘Public 
Service Award.” The program itself will 
be coordinated in the future by Robert 
OF Singer, assistant director of the Insti- 
tute’s Promotion and Advertising Divi- 
sion. 





Dr. Dublin’s Broad Career 


A biologist and statistician who won 
his Ph. D. at Columbia University in 
1904, Dr. Dublin spent the major part 
of his career with the Metropolitan Life 
where he became a vice president in 
1931. His scientific studies in the fields 
of population, mortality, longevity and 
public health organization served not 
only his own company but the life insur- 
ance business in general, as well as allied 
fields. Among his numerous published 
works are over 600 scientific papers and 
addresses and more than ten volumes on 
various topics. 

Dr. Dublin joined the Institute of Life 
Insurance as consultant on Health and 
Welfare shortly after retiring from the 
Metropolitan in 1952. In that capacity he 
stimulated the increased cooperation of 
life insurance men and women with com- 
munity health and welfare campaigns in 
their local areas. The culmination of this 
effort was the establishment of the an- 
nual Institute-NALU Public Service 
Program in 1956. 

From its inception the purpose of the 
program has been to encourage local Life 
Underwriters Associations throughout 
the country to take an active part in 
promoting one or more special health 
and welfare projects in their respective 
communities. Clippings, letters and re- 
ports received by the Institute and the 
NALU testify that as local Association 
participation in and enthusiasm for the 
program has increased over the years, 
civic leader and layman appreciation of 
the voluntary contribution to community 
betterment by life insurance men and 
women has also increased throughout the 
country. 

Dr. Dublin has served as president of 
the American Statistical Association 








(1942); of the American Public 
Association (1931-32) ; 
tion Association of 


Health 
and of the Popula- 
America (1935-36). 


DR. LOUIS I. DUBLIN 


From 1938 to 1947 he was chairman of 
the American Museum of Health and in 
1944-45 he served as assistant to the 


Fabian Bachrach 
ROBERT C. SINGER 


Chairman of the American Red Cross. 


Last year Dr. Dublin received the 
American Public Health Association’s 
Sedgwick Memorial Medal, the highest 


(Continued on Page 4) 


Resolute Liberalizes Credit Policy; 
Holds Field Conference at Chicago 


Chicago— The Resolute Insurance 
Group announced a new credit life and 
disability insurance policy at the annual 
conference of Resolute special agents in 
the Palmer House here. H. Lee Rhodus, 
vice president of Resolute Credit Life, 
said the new coverage which increases 
benefits with no increase in premiums 
soon will be available from coast to coast 
for customers of banks, finance and loan 





he had many years experience in loan 
activities in Kentucky with Common- 
wealth Life and Tennessee with Equita- 
ble Life Assurance Society. 

Elected assistant vice president and 
Group manager was Edward D. Lord, 
Group manager. Mr. Lord, who joined 
Life of Georgia in 1957, has been in the 
Group insurance business since 1947. 


companies and automobile and mobile 
home dealers. 

Two years ago Resolute announced 
a credit life and disability policy at a 
premium normally charged for credit life 
insurance alone. Acceptance of the new 
policy is evidenced by an increase of 
some $150,000,000 of life insurance in 
force for Resolute Credit Life. 

The policy, described then as “revolu- 
tionary” in consumer credit insurance 
circles, incorporated disability protection 
for the customer disabled by sickness or 
injury. Benefits, after the insured was 
disabled 120 days, were retroactive to 
the first day of disability. 

Resolute will now offer a credit life 
and 90-day retroactive disability cover- 
age at no increase in premium from that 

(Continued on Page 4) 
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Annual Breakfast Meeting 
Of Chicago Ass’n. Dec. 13 


The annual breakfast meeting of the 
Chicago Association of Life Underwriters 
Council of Field Underwriters 
will be held December 13, Oliver R. 
Aspegren, Jr., president, announced. 
Willian McKechney, Northwestern Mu- 
tual Life, is program chairman. 

Featured speaker will be H. P. Graven- 


and its 


gaard, vice president, National Under- 
writer. His subject will be “Ideas That 
Sell Life Insurance.” Mr. 
Gravengaard is the author of the Graven- 
gaard Business Insurance texts and visual 


Business 


selling brochures. 

The association has again adopted two 
wards at the Chicago State Hospital as 
its project for 1960-61. One of the pur- 
poses of the breakfast is to secure cash 
donations from those in attendance to 
make it possible to purchase gifts for 
some of the patients. 

A. D. Stein, vice chairman of the com- 
munity affairs and public relations com- 
mittee of the Chicago Association of 
Life Underwriters together with Carl 
D. Williams, manager, The Prudential, is 
handling all arrangements with the Chi- 
cago State Hospital. Life insurance 
people have given of their time to be of 
assistance to this group since 1956. 

This is the meeting sponsored by the 
Chicago Association of Life Underwriters 
and its Council of Field Underwriters of 
which Hardy G. Widman is chairman. 





Resolute Conference 


(Continued from Page 3) 
paid for credit life and 120-day retro- 
active disability protection. 

“We feel this new policy answers 
better than any other the need 
for low-cost protection for time payment 
buyers and borrowers,” Mr. Rhodus told 
the assembled Resolute representatives. 
“Those financial institutions and dealers 


who afford this new coverage to their 
customers will be rewarded with in- 
creased sales, and at the same time 


will build good will for their institutions 
because they will never have to be a 
pressing creditor of a disabled customer 
or a breaved family. Repossession 
losses are eliminated.” 

E. K. Scribner, Resolute Insurance 
Group president, gave full recognition to 
the accomplishmen‘s of the special agent 
in the growth of Resolute, the nation’s 
leading independent specialist in con- 
sumer credit insurance, 

“You have been the key man in the 
success we have achieved, and you will 
continue to play a primary role in the 
advances we anticipate in the future,” he 
said. 

Although chartered in 1926, its real 
growth did not come until World War II 
when Resolute organized the nucleus of 
its special agents’ force to offer a new 
plan for writing automobile and mobile 
home physical damage insurance of 
financed vehicles. With a revolutionary 
plan for this insurance, it took only a 
-well-trained field force to install the 
Resolute Plan in the nation’s leading 
banks, finance and loan companies and 
the time sales finance departments of 
automobile and mobile home dealerships. 

Since the War, Mr. Scribner said, 
special agents have been the key factor 
in insuring more than 3,000,000 vehicles, 
worth in excess of $6,000,000,000. 

Despite the increased emphasis placed 
on credit life insurance in the past two 
years, Scribner said, Resolute increased 
its physical damage insurance writings 
substantially last year and this year is 
ahead of writings a year ago. _ 

Louis Morganstern, Resolute chairman 
of the board, predicted the national 
economy will continue to higher plateaus, 
and with it a continued increase in the 
use of consumer credit. 

Willian E. Rosser, vice president in 
charge of sales, cited rapid gains made 
in Resolute’s sales force. During October, 
he reported, 114 new producer-agents 
were signed by Resolute. 


Occidental, Calif. Passes 
$10 Billion in Force 


Occidental Life of California has 
passed the $10 billion mark of life in- 
surance in force, President Horace W. 
Brower announced in Los Angeles. 

Of the 1,400 life companies operating 
in North America today, only 10 others 
have exceeded this mark. Two, North- 
western Mutual and Lincoln National, 
passed the $10 billion figure earlier this 
year. Occidental, now the 11th largest in 
terms of insurance in force, is the first 
Western-based life company to exceed 
$10 billion in force. 

The company reached the $1 billion 
mark in 1944, 38 years after its founding, 
contrasted to the industry average of 
55 years, Brower said. 

Occidental now has approximately $6.1 
billion of individual insurance and $3.9 
billion of Group insurance on its books. 
It has 4.6 million individual policies and 
group certificates in force. 

In making the announcement, Mr. 
Brower pointed out that Occidental in 
the past 10 years has recorded the great- 
est percentage gain (316%) of insurance 
in force of the 15 langest life companies. 

Occidental’s assets passed $800 million 
this fall, he said, and the company’s 
over-all sales are running 9% ahead of 
last year. 
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RENEWAL PURCHASE COMPANY 
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Manhattan Life Increases 
Its Non-Medical Limits 


Increased non-medical limits, effec- 
tive December 1, have been announced 
Life. The 


where permitted by state law, are up to 


by Manhattan new limits, 


and including age 35, $25,000; from age 
36 to 40 inclusive, $10,000. 

The company’s other 
limit, which remains unchanged, is ages 
41 to 45 inclusive, $5,000. After a two- 
year interval, the company will consider 
an additional $5,000 on a non-medical 


DAaSIS. 


non-medical 
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Creditors Life 
Individual & Group 


e Group Life 
Up to $20,000 Max. (10 to 24 lives) 
Up to $40,000 Max. (25 or more lives) 
(Higher amounts where permitted) 


e Association Life 


Group 


e Mortgage Redemption 


All forms 
e Franchise Life 
e Dependents’ Group Life* 
e Critical Years 


Group Mortgage 


e Deferred Comp. 
Ordinary Plans 


e Guaranteed Issue Plans 
e Family Plan 


*Where permitted 








READING, PENNSYLVANIA 


e All Usual Forms of 
Life, Term & Endowment 
Policies including: 


The Attractive 20-Year 
Premium Endowment 


Our Exclusive 
“Select 15” 


The Juvenile Special 
Retirement Income 


Special Additional 
Term Riders 


The new competitive Life insurance pro- 
grams offered by “Valley Forge” are 
available in these states: Ala., Calif., Del., 
D.C., Fla., Ga., Idaho, Ill., La., Maine, Md., 
Mich., Minn., N.J., N.C., Ohio, Pa., Tenn., 
Texas, Utah, Va., West Va., and Wisc. 
“Valley Forge” is the new Life affiliate 
of the American Casualty Group. 

















Premo Asks NAIC Consider 
Cost Plus, Stop Loss Group 


Alfred N. Premo, Insurance Commis- 
sioner of Connecticut, in a letter to .the 
life committee of NAIC, stated that cost 
plus—stop loss—no claim reserve Group 
insurance, have become a fitting subject 
for consideration by the Insurance Com- 
missioners. 

“Cost plus insurance,” Commissioner 
Premo stated in his letter, “is usually 
provided by rider to a standard Group 
policy providing either life or accident 
and health benefits or both or an agree- 
ment partly or wholly outside of the 
policy, It generally includes three fea- 
tures: 

“1. A formula for determining premium 
payment primarily as a function of the 
claims paid the prior month (i.e., paid 
claims plus ..%). 

“2. An undertaking by rider or letter 
of the policyholder to pay all incurred 
but unreported claims following termina- 
tion of the master Group policy. This 
is in lieu of incurred claim reserves to be 
accumulated by the insurer. 

_“3. A maximum premium which would 
limit the insurer’s charge within a policy 
year. 

“The following specific questions arise: 

“1. Are such arrangements, in fact, 
insurance? 

"he if such arrangements, under which 
premiums to cover incurred claims would 
be deferred until claims are paid, are 
offered to some group policyholders but 
not to all group policyholders, would this 
be in violation of discriminatory laws? 

“3. Would a policyholder’s promise to 
pay under such an arrangement repre- 
sent an admitted asset? 

“4. If proper reserves to cover out- 
standing losses are held at the end of a 
premium period without using the policy- 
holder’s promise to pay as an admitted 
asset would not the drain on surplus 
financially embarrass many insurance 
companies, particularly smaller com- 
panies with a disproportionate percent- 
age of business in one or two large 
accounts ? 

At a meeting of the life committee at 
NAIC meeting a large number of com- 
panies took a position against Cost-Plus, 
Stop Loss Group insurance plan. Ex- 
pressing themselves as in favor of the 
plan were Henry F. Rood and Allen C. 
Steere, both of Lincoln National Life. 


Dr. Dublin to Retire 


(Continued from Page 3) 


award given in the public health field. 
An Award of Merit presented by the 
American Heart Association constituted 
further recognition of his life-long con- 
tributions to the advancement of the 
health and welfare of the American 
people. Home base for Dr. Dublin’s re- 
tirement years is 221 Glenridge Way, 
Winter ‘Park, Florida. 
Robert Singer’s Background 

_My, Singer, who as part of his duties 
at the Institute of Life Insurance will 
coordinate future annual Public Service 
Programs, has been active in past years 
in helping Dr. Dublin and the. NALU 
build the program to its present stature. 
The newly appointed coordinator holds 
B.S. and M.A. degrees from New York 
University, where he _ has conducted 
courses in political science. Before Jom- 
ing the Institute staff in 1955 he was an 
account representative with a New York 
public relations firm. During the Korean 
conflict Mr. Singer served two years on 
active duty as an officer in Army Intel- 
ligence. He is married and lives ™ 
Floral Park, Long Island. 
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Now Boston Agency Manager 


MYRON A. PRATT 
Myron A, Pratt has been named to 
head an agency in Boston for Equitable 
Society, successing Edward L. Tappert, 
who formed the agency three years ago. 
Mr. Tappert has taken a new managerial 
assignment for the company in Detroit. 

Mr, Pratt has been a district manager 
since 1953 in Equitable’s other Boston 
‘Agency, headed by Laurens F. Bruno, 
CLU. A 1949 graduate of Ithaca College, 
he served in the Marine Corps during 
World War II. He lives in Canton, Mass. 
with his wife and four children. 

Pratt Agency headquarters will be in 
the Park Square Bldg., 31 St. James Ave. 
Boston. 





Coakley Advises Qualifiers 
On Applying for MDRT 


One of the most prevalent reasons for 
disapproved applications for the Million 
Dollar Round Table in the past has been 
the fact that applicants relied on others 
in their agency or home office to forward 
their papers for them, Daniel H. Coakley, 
New York Life, executive committee 
member and chairman of the 1961 mem- 
bership committee of the MDRT, said 
recently. He emphasized that, since the 
MDRT by-laws provide for absolutely 
no exception whatever, it is the respon- 
sibility of each applicant to see that all 
requirements are forwarded in time and 
are postmarked on or before March 1. 
Mr. Coakley added that in order to keep 
such disapprovals at an irreducible mini- 
mum, first-time as well as_ repeating 
qualifiers and life members should keep 
in mind that application of membership, 
affidavit of association membership and 
dues check must be postmarked on or 
before March 1. He urged all qualifiers, 
however, to mail their applications to 
the Chicago office as soon as possible, 
particularly those qualifying as life-mem- 
bers. 

Regarding the new MDRT volume 
credit record form, Mr. Coakley re- 
minded all applicants to use a separate 
form for each company on which 1960 
business is claimed; the volume credit 
record form is then to be attached to the 
corresponding certifying letter and for- 
warded to the home office. This proce- 
dure is necessary if the volume credit 
record form is to fulfill its dual purpose 
of aiding the agent in recording volime 
credits properly and expediting certifica- 
tion of such credits by home offices. Mr. 
Coakley stated that, while use of the 
volume credit record form is optional 
for repeating member applicants, it is 
mandatory for first-time applicants. 
Home offices have been asked to forward, 
after certification, all certification letters 
and the supporting volume credit record 
forms for first-time applicants to the 
MDRT office. 


Pacific Mutual Life Holds 
First Family Open House 


Nearly 4,000 people from Greater Los 
Angeles attended Pacific Mutual Life’s 
first family open house this week. The 
open house was held from 6:30 to 9:30, 
Tuesday evening, at the 12 story Pacific 
Mutual Building in downtown Los 
Angeles. 

The open house differed from most, ac- 
cording to T. S. Burnett, Pacific Mutual 
president, in that the employes, rather 
than the company, were highlighted. 
Basic aim of the evening was to acquaint 
guests with the co-workers of their host- 
employes, the surroundings in which they 
work and how their work is done. Gen- 
eral demonstrations showed guests how 
a national life insurance company oper- 
ates. But each demonstration was pre- 
sented from the standpoint of host- 
employes. 

_The open house was brightened by a 
Christmas motif. Santa Claus was on 
hand to greet the children and holiday 
displays decorated the half-block square 
building. 


Girardian Appointments 

The Girardian Insurance Co. of- Dallas 
has made the following appointriients in 
its field forces, according to Girardian 
Vice President Roger Garrels. 

Appointed as general agents for Gi- 
rardian are Lloyd A. Morrison, Walter 
V. Higginbotham, Richard J. Castic, 
Arthur R. Ball, Robert P. Mainzer, 
Irving M. Campbell, Albert F. Schrader, 
Jr, Emry G. Ellertson, C. Lester 
Prinster, ‘Raymond O, Wenger, Jr., 
Robert G. Cryer, Hal H. Mueller, Peter 
W. Bauman, Dean Magwire, Richard 
T. Kessler, Jack Q. S. Lee and David 
H. Ransom. 

Also included in the announcement 
was the appointment of the Downeast 
Associates, headed by John A. Roe, as a 
new general agency for Girardian. 

Recently, Girardian passed the $100,- 
000,000 mark of busiriess in force. 


Provident Mutual Director 





Fabian Bachrach 
BLADES 


HERBERT W. 


The election of Herbert W. Biades to 
the board of directors of Provident Mu- 
tual Life of Philadelphia was announced 
by T. A. Bradshaw, company president. 

Mr. Blades is president of the Wyeth 
Laboratories Division of American Home 
Products Corp. of which he is executive 
vice president and director. A native of 
Dubuque, Iowa, he is a graduate of 
Northwestern University. Active in 
many civic and business groups, Mr. 
Blades is a director of the Oliver B. 
Cannon Co., Wyeth International Ltd. 
and the [Pharmaceutical Manufacturers’ 
Association. 





ow do you judge a company’s progress? 


Generally speaking, a company’s progress is judged by the sale of its product. 
‘But a life insurance company is somewhat more complex than others. 
Its product is intangible and it is not for the moment, but often for 













































the remainder of life and beyond. 


There are many things to consider in measuring the progress of a life insurance 


company. Its sales, of course, and the growth of its insurance in force... 
its assets... the way its policy plans meet current needs . . . the efficiency 


and training of its sales force . . . the completeness of the service which 
it can offer its policyholders . . . the enthusiasm and company 
loyalty that extends throughout the entire organization. 


Measured by any of these standards, the Sun Life of Canada 

has been successful ever since its first policy was issued 

in 1871, and its progress continues to be sure and steady 

today. Its $9 billion of life insurance in force protects 

the holders of well over two million policies and group certificates; 


150 branch offices from coast to coast in North America 

provide the finest of life insurance service, and its policy plans 

are modern and up-to-date in keeping with the changing times in which 
we live. The Sun Life is, indeed, one of the great life insurance 


companies of the world. 


SUN LIFE ASSURANCE COMPANY OF CANADA 


HEAD OFFICE: MONTREAL 
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Gerald Rosner 





GUARANTEED RENEWABLE AC- 
CIDENT AND HEALTH is today con- 
sidered basic, personal protection. Your 
clients depend on you to see that their 
mantle of protection is complete. Let me 
tell you about our modern, flexible plans, 
that may be CUSTOM-TAILORED to 
fit any need. Call me today! 


GERALD ROSNER 


JAFCO 
LIFE AGENCY, INC. 
MU 4-5779 
General Agents 


EMPIRE STATE MUTUAL LIFE 
INSURANCE COMPANY, Jamestown, N. Y. 





Lester Schriver to Retire 


(Continued from Page 1) 
In addition to Chairman McNamara, 
the selection committee is made up of 


Albert C, Adams, John Hancock, Phila- 
delphia, a past president of NALU; John 
C. Donohue, Penn Mutual, 3altimore, 
former NALU trustee; Robert W. Frye, 
CLU, Northwestern Mutual, Denver, 
NALU trustee, and Philip A. Hoche, 


LESTER O. SCHRIVER 


CLU, Kansas City 
chairman of the 
committee. 


Life, Orlando, Fla., 
NALU membership 


Lester Schriver’s Career 


Lester O. Schriver has long been one 
of the most highly esteemed men in life 
insurance with a distinguished career 
that has touched all levels of the busi- 
ness. He holds the LL.D. and L.H.D 
degrees, is a trustee of three colleges, 
former president of NALU, author of 
several books and has had wide com- 
munity recognition. 

Born in Bristol, 


Conn., Mr. Schriver 





Stouffer Corp. to Operate 
Equitable Soc. Cafeteria 


Management Food Service, a division 
of the Stouffer Corporation, Cleveland, 
has been selected to operate the employe 
and executive dining facilities in the new 
home office of The Equitable Life As- 
Edward A. Robie, 
director, 


vice 


The 


surance Society, 
president and _ personnel 
Equitable, announced. 

Mr. Robie said the cafeteria in the 
Society’s new 42-story structure at 1285 
Avenue of the Americas will have a seat- 
ing capacity of 1,400 and will be geared 
to serve 5,000 persons daily. The Equi- 
table has 7,100 homes office employes, 
who will occupy the world’s largest single 
occupancy office building under private 
ownership. 

J. Fred Vollmer, president of Stouffer’s 
Management Food Service, based in 
Philadelphia, said, “this represents by 
far the largest feeding program under- 
taken by our company and will pose a 
challenge which we are confident that 
we will meet.” The division has 25 
clients from Massachusetts to California, 
including large companies, colleges, hos- 
pitals and private.clubs. Stouffer's the 
parent concern, operates a leading chain 
of restaurants in Cleveland, Pittsburgh, 
Detroit, Chicago, Philadelphia and New 
York, and markets a line of frozen 
cooked foods. 

Dining facilities in the new building 
will be located on the second floor, which 
will be reached by escalators from the 
main floor. 

The Equitable will move into its new 
building in 1961. The company has out- 
grown its present headquarters on 
Seventh Avenue, between 3lst and 32nd 
Streets, and had leased office space in 
several other midtown buildings. The 
new structure will accommodate 10,000 
employes and will enable the company 
to house all its home office departments 
in one building for the first time in ten 
years, 





Manager at Columbus 


Robert O. Purcifull has been appointed 
manager of the Columbus, Ohio, branch 
office of Occidental Life of California. 
He joins Occidental after nearly three 
years with Massachusetts Mutual Life 
as staff supervisor in Columbus. A 
native of Iowa, he earned a bachelor’s 
degree at lIowa’s Grinnell College and 
served in the Air Force as a Ist lieuten- 
ant for two years. 





graduated from Syracuse University and 
did graduate work at Weslayan Univer- 
sity, He joined Aetna Life as an agent 
in 1924 in Middletown, Conn., was called 
to the home office the next year as direc- 
tor of field training, was soon made 
assistant superintendent of agencies, 
later divisional superintendent, before he 
went:into the field as general agent for 
Central and Southern Illinois in charge 
of 78 counties. 

Some years later he was made man- 
ager for Aetna Life at Peoria, and 
became closely identified with that city’s 
community life. While a resident of Con- 
necticut he had been elected to the state 
legislature, was a member of the Middle- 
town City Council and president of the 
Middletown Chamber of Commerce. At 
Peoria he was a member of the City 
Council, president of the Peoria Com- 
munity Fun, Inc., Peoria Advertising and 
Selling Club and chairman of the Peoria 
County War Loan Committee. 

In 1958 Mr. Schriver received the John 
Newton Russell Award, highest individ- 
ual honor offered by the life insurance 
business. He has received Syracuse Uni- 
versity’s George Arents Pioneer Medal 
and Scroll for “Excellence in Insur- 
ance.” He has received three Freedoms 
Foundation Awards for public addresses 
or editorials. He has gained a national 
reputation as a speaker and was the 
speaker at the Lincoln Memorial in the 
Annual Washington Pilgrimage of 1956. 
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MASSACHUSETTS INDEMNITY 
and LIFE INSURANCE COMPANY 


BOSTON 
Quality Disability Income Protection 
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Our aim is to provide protection 
that is capable of doing the job for 
which it was purchased. 


LOYAL ATKINSON 


Thomas E. Atkinson, Associate General Agent 


60 East 42nd Street 





General Agent 


New York 17, N. Y. 
MU 7-5212 
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Chattanooga—Provident Life and Ac- 
cident Insurance Co. dedicated its new 
home office building in Chattanooga on 
December 6. The ceremonies were held 
in the company cafeteria on the seventh 
floor of the new structure. 

President R. L. Maclellan presided and 

was the principle speaker for the Provi- 
dent milestone event. Other speakers in- 
cluded Theodore J. Young, F.A.I.A., part- 
ner of ‘Eggers and Higgins, architects, 
and H. C. Turner, Jr., president of 
Turner Construction Co., general con- 
tractors for the building. 
Provident organiza- 
tion in attendance included the home 
office staff and the board of directors. 
Out-of-town guests included officials of 
trade associations, 
and insurance publications. 

Special open house events were 
planned to precede and to follow dedi- 

cation ceremonies. On December 1, 
stockholders, prominent policyholders 
and special guests were invited to visit 
the new home office. The evening of 
December 2 was reserved for friends of 
home office staff members to tour the 
building. Public open house was 
scheduled for the evenings of December 
7 and December 8. A 

Provident field representatives were 
the first group to see the new home 
office shortly after the company occu- 
pied its new quarters in September. In 
October, families and relatives of home 
office staff members were invited to a 
special open house. 

Provident moved into its new home 
office during Labor Day weekend. The 


Members of the 








seven story 300,000 square foot structure 
houses Provident’s entire home office 
staff of more than 800. The company’s 
staff previously was housed in several 
separate buildings. 

The new building, along with the 
company’s parking facilities for 800 auto- 
mobiles, occupies more than 9 acres in 
downtown Chattanooga. The entire area 
formerly was occupied by more than 50 
separate buildings. 





No. American Has 17% Gain 


North American Life of Chicago an- 
nounced that their written life volume 
sales for the month of November totaled 
8,236,404 exceeding the life volume sales 
of November, 1959, by almost 17%. Much 
of the impetus to this gain stemmed 
from the company’s annual President's 
Campaign sales drive which honored 
North American’s President, Charles G. 
Ashbrook. Mr. Ashbrook joined the com- 
pany during 1921 and is serving his sixth 
year as president. 

The Company’s written life volume 
sales for the first 11 months of 1960 are 
running more than 29% ahead of same 
months of last year. North American’s 
life volume sales from January 1 of 1960 
through November 30 ‘totaled 86,011,251. 

The average size life policy written 
during the first 11 months of 1960 was 
8, ms compared with the year ago average 
of 7,446 per application; up more than 
21%. 

North American also announced that 
their health insurance written premium 
sales during the first 11 months of the 
year experienced an increase of more 
than 20% over the same months of last 
year. 
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Clarence Tookey Made 
Senior Vice President 


OF OCCIDENTAL OF CALIFORNIA 





Widely Known Actuary Joined Company 
In 1921; Halverson, Lake and Others 
Advanced on Staff 





Los Angeles—A number of promotions 
in Occidental Life of California have been 
announced by President 
Brower. 

Clarence H. Tookey, former actuarial 
vice president and widely known in the 


Horace W. 





Lansing Brown 


CLARENCE H. TOOKEY 


business, was elected 
senior vice president. A Canadian, grad- 
uate of University of Alberta, Mr. 
Tookey joined Occidental Life in 1921 
in its actuarial department. He ad- 
vanced through various offices, actuary, 
vice president, actuarial vice president 
and was elected a director in 1952. He is 
a Fellow of the Actuarial Society, also 
a member of its board of governors and 
has served as vice president of the So- 
ciety. He is a past president of the 
Actuarial Club of the Pacific States. 

A. B. Halverson and Meno T. Lake, 
former second vice presidents, were 
named vice president and vice president 
and actuary, respectively. 

Former assistant vice presidents John 
R. Pullman and L. ‘F. Slezak were elected 
second vice presidents. Medical director 
Joseph Travenick Jr., M.D., was named 
second vice president. 

James W. Rush was elected assistant 
vice president, while Richard H. Cow- 
jery, C. Donald Hankin, Frank A. 
Rozatti and Donald F. Sorensen were 
elected assistant secretary. 


life insurance 





Appointments in Cashiers 
Department of Equitable 


Two appointments in the cashiers’ 
department of Equitable Life Assurance 
Society have been announced by James 
F. Oates, Jr., president. Named manager 
of the department is James J. O’Grady, 
who succeeds Kenneth Bageant, now vice 
president with the Equitable. 

Named as assistant manager of cash- 
iers’ is John Peretz, formerly a super- 
visor in the department. 

Mr, O'Grady, a 24-year veteran with 
Equitable, is a graduate of Ohio State 
University. Mr. 'Peretz is a_graduate of 
Alfred University in New York. 





Reports 7.2% Nov. Gain 


Sales of new life insurance in Novem- 
er representing a_ face value of 
$17,846,000, a gain of 7.2% over Novem- 
ber a year ago, are reported by North- 
western National Life. 


Herbert V. Kibrick Dies 


Herbert V. Kibrick, Boston representa- 
tive of New York Life, died last week in 
a Boston hospital. His age was 45. 

In 1958 Mr. Kibrick was named pres- 
ident of New York Life’s Top Club, the 
highest sales honor attainable by a field 
representative. He was a member of the 
examining committee of the Boston 
(Public Library and was on the board 
of the Friends of Music of Boston Uni- 
versity. 

Mr. Kibrick was a graduate of Phillips 
Andover Academy, Harvard and_ the 
Harvard School of Business Administra- 
tion, 

He is survived by 
his parents, Mr. 
Kibrick, 


his wife, Jane, and 
and Mrs. Isaac 





Opens in North Carolina 


Leon L. Tracy, executive vice presi- 
dent of Constitution Life of Chicago, has 
announced the opening of the company’s 
first general agency in North Carolina. 
Located in Greenville and known as the 
Ed Tipton Insurance Agency, this ex- 
tension of the company’s coast-to-coast 
network of agencies will handle Consti- 
tution’s full line of life, disability and 
hospitalization contracts. The new 
agency will be headed by Lawrence Ed- 
ward Tipton. 


Life Insurance Ownership 


In Tenn. Rises Sharply 


Tennessee families increased their 
ownership of life insurance nearly two 
and one-half times in the decade of the 
1950’s, with total gees amounting 
to $8,400,000,000 at the start of 1960. This 
averaged out to $8,100 of life insurance 
owned per family in the state. These 
facts highlight a comprehensive study 
of Tennessee life insurance growth cover- 
ing the period 1940-1959, prepared by the 
Institute of Life Insurance, and released 
in booklet form this week. 

Purchases of new Ordinary life in- 
surance by Tennessee families in 1959 
totaled $778,000,000 or more than twice 
the amount purchased five years before. 
Aggregate Ordinary insurance ownership 
in the state was $4,100,000,000 at the 
beginning of 1960, under 1,100,000 indi- 
vidual policies. 

Group life insurance ownership by the 
families of Tennessee wage and salary 
workers reached $2,500,000,000 at the start 
of 1960, double the amount in force five 
years before. Tennessee residents owned 
$1,200,000,000 of Industrial life insurance 
under 3,300,000 policies at the beginning 
of this year. 

Tennessee policyholders and their bene- 
ficiaries received more than $94,000,000 
in benefit payments from their life insur- 





WANTED SUPERVISOR 


Must have good personal production 
record, Brokerage following, supervisory 
experience helpful, Con- 


fidential. 


not essential. 


Phone: Lee Nashem 
OXford 7-2950 








Ete 


NASHEM AGENCY 
110 East 


42nd Streat 


Se 





ance companies in 1959. About 53% or 
$49,000,000 was paid in living benefits to 
policyholders themselves. 

Mortgage investments by the life in- 
surance companies in Tennessee homes, 
farms and business properties amounted 
to $828,000,000 at the end of 1959, over 
three times the mortgages held ten years 
previously. 

At the start of 1960, there were 25 
life insurance companies with home of- 
fices in Tennessee. These companies had 
$11,900,000,000 of life insurance in force 
at that time and assets of $1,500,000,000. 





like to present it. 








Flexible-Age Retirement 


With LNL's flexible-age retirement plan, the policyholder does not set 
the maturity date when buying the policy; he can wait until the date arrives 


before making his choice. Naturally, clients like this feature and LNL agents 


Lincoln National's flexible-age retirement 


The 


plan is another reason for our proud claim that 


LNL is geared to help its fieldmen. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 
Its Name Indicates Its Character 
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LIFE—A&H POSITIONS 
$15,000-$6,000 


East—Life Actuary $15,000 
East—-Life Agency Director $15,000 
East—Life General Agent $14,000 
East—Life General Agent $13,000 
East—Life Branch Manager $11,000 
Can.—tife Branch Manager $11,000 
East—Pension Supervisor $10,000 
East—Credit Life Representative $10,000 
M. West—A&H Sales Supervisor $10,000 
East—Senior Life Underwriter $ 9,000 
East—A&H Underwriter $ 6,000 


Other listings in Cas- 
ualty-Fire-Life-A & H in 
all areas. All inquiries 
confidential. Write for 
“HOW WE OPERATE.” 
No obligation to reg- 
ister. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St., Chicago 6, Ill. 
HArrison 7-9040 
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Southland Life Increases 
The sales force of Southland Life pro- 


duced during October the largest vol- 


ume of business ever acquired in a single 
month in the company’s 52-year history. 


The total new life volume amounted to 
$38,393,449, carrying annualized pre- 
miums of $785,682. The total new 


accident and health premiums produced 
amounted to $104,714. Announcement was 
made by Kenneth B. Skinner, CLU, vice 
president and agency director. 

Results of the month-long campaign— 


an annual event and a Southland Life 

radition—ran well ahead of last year’s 
ounaeia yn performance, which was the 
former record holder. In this year’s 


campaign total life volume was up 8%; 
annualized premiums on that life volume, 
up 14%; and accident and health pre- 
miums produced, up 22%. To be credited, 
business had to be delivered and paid 
for by November 25. 

Sully Woodland, agent at Kerrville, 
Texas, was campaign leader in the com- 
pany’s Ordinary division and David L. 
Clark, agent at Norfolk, Va., was top 
man in the company’s combination di- 
vision. 

In campaign performance, the com- 
pany’s San Antonio branch office, man- 
aged by Roland Aycock, topped all 
branch offices; the Alexandria district, 
under the direction of T. Ed Swain, led 
all combination districts; and the Orange 


General Agency of Portland, Oregon, 
headed by General Agent Donald M. 
Orange, was first among all general 


agencies of the company. 


Franklin Names Miller 


Ralph Miller has been appointed 
district manager in Pittsburgh, for 
Franklin Life of Springfield, Ill. He 
will assist Pittsburgh Regional Manager 
Mitchell T. Melham in recruiting and 
training programs. 

Mr. Miller was formerly 
with the Equitable Life. 


associated 


Continental Assurance Co. 


Reorganizes Sales, Service 


Continental Assurance completed plans 
recently to reorganize the agency depart- 
ment’s sales and service units designed 
to provide expanded facilities for its 
producers, Charles W. Kraemer, super- 
intendent of agency administration, an- 
nounced. 

Under the new organization, WG. 
Roads will become director of training. 
His duties will include administration of 
all training functions and general sales 
service (Ordinary) to the field. 

Working in close roay ongg with Mr. 
Roads will be Robert Maher, Edwin B. 
Thurman Jr., CLU, and Arthur O’Brien. 

Mr. Maher will assume the respon- 
sibility of assistant director of training. 
His nine years in life insurance include 
experience as an agent, assistant man- 
ager and district manager of two large 
eastern companies plus home office work 
as assistant division manager of Salary 
Savings. 

Mr. Thurman will continue as man- 
ager of advanced underwriting with 
broadened activities designed to provide 
increased service in programming, busi- 
ness insurance and estate planning. 

A former agency assistant. Mr. O’Brien 
will become manager of field services 
and head the newly organized sales idea 
division. 





Phila. Life Has New Min. 
Issued Paid Up at 90 Plan 


The Philadelphia Life has announced 
certain changes in its Preferred Series 
p'ans and has introduced a new $25,000 
minimum issue life paid up at age 90 
policy, the V.I.P. (Very Important Pol- 
icy). 

The minimum 
Preferred Series 


issue amounts in the 
has been reduced from 


$10,000 to $5,000. Policies in this 
series include the Plico Select, a non- 
participating Ordinary life plan; Plico 


participating Ordinary life; 
non-participating life paid up 
at age 65; Plico 20, non-participating 20 
payment life and a Pilco protector, a 
participating 5-year renewable and con- 
vertible term plan. 

The new V.1.P. policy is issued from 
ages 15 to 65 inclusive. From ages 15 to 
50, on male lives only the V.I.P. may ~ 
written with waiver of premium and < 
monthly income of $10 or $5 per $1,000 
ot insurance, or with waiver of premium 
only on male lives from 15 to 55, and 
female lives from 15 to 50. Accidental 
death benefit may also be added to the 
policy up to age 60. Applicants with 
limited special class ratings are also 
acceptable. 


Preferred, 
Plico 65, 





666 Fifth Ave., 








CONSULTING ACTUARIES INTERNATIONAL, INC. 


Consultants to Insurance Companies and 
Employe Benefit Plans 


New York 19, N. Y. 


CIrcle 5-2300 











Former Senator Lehman Congratulates UJA Leaders 





Former Senator Herbert H. Lehman, third from right, is shown with community 
leaders at United Jewish Appeal headquarters in New York, where he came to ex- 
press his thanks for exceptional services in the interest of oppressed persons over- 


seas. 


Maurice Blond, Hamilton Life, second from right, is chairman of the special 


gifts committee of UJA’s life insurance division. 


Others pictured are, left to right, 
ciates, Inc.; Samuel Berman, Samuel 
Wile. New England Life; 


Jack D. Garfunkel, 
Berman and Son; 
Bernard Jaffe, Jaffe Agency Inc. 


Garfunkel-Manzo Asso- 
Samuel Karsch, Max L. 





JOINS OCCIDENTAL LIFE 
Norman E, Hood has been appointed 
general agent in Carterville, Ill, for 
Occidental Life of California. Mr. Hood 
joins Occidental after eight years in the 
insurance Since November, 
1959 he has been unit manager for State 
Life in Carterville and prior to that he 
Life 


business. 


associated with Franklin and 


Metropolitan Life. 


was 














JOHN A. NEWMAN 








JOHN A. NEWMAN AGENCY 


130 William St., New York 38, N. Y. 


NATIONAL LIFE 
OF 
VERMONT 





ABE EISEN BRANCH 
ABE EISEN, CLU 
110 East 42nd Street 
New York 17, N. Y. YU 6-2490 


Low Net Cost — High Dividends — 
1961 Dividend Accumulations 3.8% 


General Agents 


WO 2-2163 





ABE EISEN 














Charles D. Minor to Retire 


Charles D. Morgantown, W. 
Va. general agent for Equitable Life of 
lowa for the past 37 years, recently was 
honored at a_ testimonial dinner in 
Morgantown on the occasion of his 
forthcoming retirement as general agent 
December 31. He will celebrate his 65th 
birthday December 26. 

Wilson L. Forker, CLU, superintend- 
ent of agencies from the home office, 
presided on behalf of the company. He 
paid tribute to Mr. Minor, and pre- 
sented him with a_ hand-illuminated 
scroll attesting to his many years of 
service. 

It was also announced that the Mor- 
gantown agency will shortly be consol- 
idated with the Pittsburgh agency, of 
which H. S. Brownlee, CLU, is general 
agent. 


Minor, 





Leads General American 


Fred R. Sale, CLU, a representative 
of the Fred F. Sale Agency in St. Louis, 
led all other representatives of General 
American Life in the amount of individ- 
ual life insurance sold during October. 

Other agents among the top ten, in 
order of their qualification, were: Theo- 
dore Katsis, Otto A. Jeanes Agency, 
Chicago; Charles R. Ludwig, Richard 
Strauss Agency, Des Moines; William 
D. Graham, W. Stanley Stuart Agency, 
St. Louis; Anthony C. Tangorra, Michael 
Chamberlain Agency, San Diego; Henry 
E. Buhr, Louis Clark Agency, St. Louis; 
Lawrence Lee Hunt, Frank E. Kelly 
Agency, San Francisco; Donald R. Kern, 
Adam_ Rosenthal Agency, St. Louis; 
Charles R. Munyon, James E. Gilles 
Agency, Columbus, Ohio; and James L. 
Harding, Louis Clark Agency, St. Louis. 
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U. S. Life Holds Seminar 
For New General Agents 


November 29 marked the opening of 
the United States Life’s first orientation 
for new general agents. The four-day 
course was attended by \18 general agents 
from the eastern, midwest, and pacific 
regions. 

The curriculum consisted of the entire 
general agency-company _ relationship, 
broken down into ten principle phases. 
These were presented to the general 
agents during the four-day period by 
representatives of virtually every depart- 
ment in the company. James T. Ritchie, 
CLU, director of training, conducted the 
school, assisted by Allen D. Wright, 
training consultant. 

The meeting formally inaugurated a 
permanent program of such schools to be 
held periodically in the home office for 
general agents from all parts of the 
country. It is the latest addition to the 
company’s expanding training program 
which already includes sales seminars 
and training courses for brokerage super- 
visors and general agency clerical em- 
ployes, as well as courses for life, A. & 
H. and Group producers. 

At the opening session, as a token of 
their enthusiasm and interest, the attend- 
ing general agents presented to Gordon 
E. Crosby, Jr., vice president and direc- 
tor of agencies, a total of over $1 mil- 
lion in life applications, which they had 
written in the previous few days. 

At a dinner and reception held Decem- 
ber 1, each general agent was presented 
a “certificate of graduation” by President 
Raymond H. Belknap who commented 
upon the over-all growth and potential 
of United States Life. 

In the closing session, the class was 
divided into two teams for competition 
in a production contest to run through- 
out the month of December. A personal 
memento will be given to each member 
of the winning team and to the personal 
production leader on each team. 





Opens New Evanston Agency 
R. E. Hannon General Agent 


Massachusetts Mutual Life has opened 
a new general agency in Evanston, II 
and appointed Robert E. Hannon gen- 
eral agent. Established to meet the expand- 
ing life insurance needs of Cook, Du- 
Page and Lake counties, the agency is 
located at 610 Church Street. 

A native of Illinois, Mr. Hannon served 
as a lieutenant (junior grade) in World 
War He was graduated from St. 
Ignatius School. Loyola University, and 
Northeastern University Law School. 
After four years as a practicing attorney 
he entered insurance in 1953. He joined 
the Chicago agency of the Massachusetts 
Mutual headed by Earl C. Jordan in 
1954, became assistant general agent to 
Mr. Jordan and manager of the Evanston 
district office in 1958. 

Well known in the greater Chicago 
community, Mr. Hannon has been active 
in the Chicago Bar Association, the 
Illinois State Bar Association, Knights 
of Columbus, Holy Name Society, Chris- 
tian Family Movement, and Beverly 
“100”. He attained membership in the 
insurance industry’s exclusive Million 
Dollar Round Table Club in 1960 and is 
a member of the Chicago Association of 
Life Underwriters and the Life Insur- 
ance and Trust Council, 





New England Life School 


A new advanced home office business 
life insurance training school has been 
established by New England Life. The 
course, which will be open only to field 
Management personnel and to experi- 
enced agents, is designed to provide com- 
prehensive coverage of what is required 
to sell and service all types of business 
life insurance. 

In addition to home office executives, 
agents from the field who have first hand 
‘nowledge of the practical application of 
life insurance to business will be invited 
as guest lecturers. 

Four sessions are scheduled for 1961 
under the direction of J. Sheldon Caras, 
CLU, assistant director of field training. 


Reserve Life, Dallas, Ahead 
43.7% in Paid-for Sales 


Reserve Life of Dallas reports that its 
new issued and paid life insurance sales 
through October, 1960, exceeded sales for 
the same period of 1959 by 43.7%. For 
October alone, sales were up 68.8% over 
October, 1959. 

The company’s issued and paid business 
through September, 1960, exceeded that 
for entire 1959. Paid-for policies through 
October added up to an increase of over 
$10,000,000 over the first ten months of 


1959. “This record is all the more re- 
markable when it is remembered that it 
has been accomplished without the spe- 
cial policy which accounted for a large 
percentage of 1959 sales. This policy was 
withdrawn in early 1960,” a company 
announcement pointed out. 

Reserve Life’s insurance in force now 
exceeds $190,000,000, an increase of 14% 
since January 1, 1960. Long a leader in 
the sale of individual hospitalization pol- 
icies, Reserve Life only recently entered 
the life insurance field in a big way, and 
is operating through the general agency 
system. 


Votes 10% Stock Dividend 

The board of directors of North Amer- 
ican Life of Chicago, at a recent meet- 
ing, voted to recommend to the stock- 
holders at their next annual meeting to 
be held February 14, 10% stock dividend. 

Charles G. Ashbrook, president, reports 
that November life sales was the largest 
November in the company’s history and 
new life sales for the first eleven months 
of 1960 exceed all previous records and 
showed an increase of 292% over the 
same period one year ago. 
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OKLET from MONY compares life insurance 





with stocks and bonds as an investment... reveals 
that life insurance can be superior in many cases 


In these inflationary times, do“your clients sometimes ques- 


tion the investment possibilities of life insurance? Do they 
ask: “Should I buy term and invest the rest?’ 


MONY’s new booklet, “‘The Unique Investment Features of Life 
Insurance,” will help you answer these questions and others. 


The booklet compares the investment performance of life 
insurance as against stocks and bonds, and cites advantages 
that life insurance often has over any other kind of invest- 
ment. The booklet has created so much favorable comment 
that we are making it available to all life insurance people. 


If you’d like a free copy, MONY will send you one. 


Name. 


Please send me a free copy of: “The Unique 
Investment Features of Life Insurance.” 






MONY, Dept. EU-126 
Broadway at 55th Street, New York 19, N.Y. 
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City. 


Address 





Zone State. 
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How to take 
your dream trip 


for 63¢a day 





ee 


Peace costs money. Every Savings Bond you buy helps keep our 


a 





country strong for Peace . . . so that you and your loved ones can 


enjoy traveling—and all the things you’re saving for. 


You save more than money’ 


(7 with U.S. Savings Bonds 
= 


This advertising is donated by The Advertising Council and this magazine. 





Saving the easy way. The Payroll Sav- 
ings Plan for U. S. Savings Bonds 
makes you an automatic saver. The 
day you join, you begin building your 
bundle of Bonds—with money you 
don’t see, can’t spend and probably 
won’t miss. 


You can hardly buy a new tie for a 
vacation wardrobe with 63¢. But 
thousands of people pay for a whole 
trip by putting something into U. S. 
Savings Bonds every pay day. Just 
63¢ a day adds up to $18.75 a month, 
enough to buy a $25 Savings Bond. 
In 40 months you'll own Bonds 
worth $1000 at maturity. And you’ll 
have saved for that dream trip with 
pocket change you might have drib- 
bled away. Why not start saving for 
your first vacation Bond today? 





Money with your name on it. Savings 
Bonds can be turned into cash any- 
time. Yet you can’t lose your money. 
Your Bonds are registered in your name 
and are replaced free if lost or stolen. 


WHY U.S. SAVINGS BONDS 
ARE SUCH A GOOD WAY TO SAVE 


You can save automatically on the 
Payroll Savings Plan, or buy Bonds 
at any bank - You now earn 34%% 
to maturity, 44% more than ever 
before - You invest without risk 
under a U.S. Government guarantee 
« Your Bonds are replaced free if 
lost or stolen - You can get your 
money with interest anytime you 
want it + You save more than 
money —you buy shares in a stronger 


_ America. 
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Pittsburgh General Agent 
For Fidelity Mutual Life 


DONALD C. McCUNE 


Fidelity Mutual Life has appointed 
Donald C. McCune as general agent 
for the company’s offices in Pittsburgh. 
Mr. McCune succeeds the late C. B. 
Metheny who had been general agent 
in Pittsburgh since 1934. 

A graduate of Geneva College in 1938, 
Mr. McCune as an under-graduate was 
business manager for the college paper; 
secretary and treasurer of the Economics 
Club; captain of the track team; a mem- 
ber of the football and basketball teams; 
the Frill and Dagger Club; and the 
Spanish Club. He was awarded the W. 
A. Bliss Economics Award for highest 
grades in the department for four years; 
received Honorable Mention for the Gen- 
eral Excellence Award; and was selected 
for “Who’s Who in American Colleges 
and Universities’ in 1938. 

Mr. McCune joined the Pittsburgh 
Agency of Fidelity Mutual following 
graduation from Geneva. From 1941 to 

, he served as special agent for the 
Federal Bureau of Investigation and as 
a Marine Corps Combat Intelligence Of- 
ficer in the Pacific. He was released 
from active duty with the rank of cap- 
tain. 

Returning to  Fidelity’s Pittsburgh 
Agency in 1946, Mr. McCune established 
an outstanding record of achievement 
within Fidelity. He has been the com- 
pany’s top producing agent for more 

















Consultant to A. & H. and 


Life Insurance Companies 


155 EAST 44TH STREET, NEW YORK 17, N. Y. 
Phone: MUrray Hill 7-7255 





Prepared for Consultation 


on all phases of Home Office agency activity as well as Field 
Manpower Development — on per diem basis by appoint- 
ment. Background of 30 years of H. O. and Field supervision 
with unqualified success in every undertaking. 


General American Leaders 


The Fred F. Sale Agency, St. Louis 
general agency for General American 
Life, ranked first among the company’s 
top ten agencies in the amount of indi- 
vidual life insurance sold during Oc- 
tober. : 

Other agencies among the top ten in 
order of their qualification were: Wil- 
liam J. Newblock Agency, Oklahoma 
City; James E. Gilles Agency, Colum- 
bus; Gordon Tyler Agency, Tulsa; the 
Kamaaina Agencies, Honolulu, Hawaii; 
Louis J. Clark Agency, St. Louis; Don- 
ald B. Williams Agency, San Jose, Calif. ; 
Adam Rosenthal Agency, St. Louis; 
Allen H. Ogilvie Agency, Los Angeles; 
and Otto A. Jeanes Agency, Chicago. 





Ga. International Life 


Names Two General Agents 

Hazen S. Bressler and Frank C. 
Perkins have been appointed general 
agents for Georgia International Life, 
according to Wylie Craig. vice president. 
Mr. Bressler’s offices will be located in 
Eugene, Ore. and Mr. Perkins will be 
in Spokane, Wash. 





Equitable Unit Managers 

Three new unit managers have been 
appointed by Equitable Society. They are 
Horace H. Brewer, unit manager with the 
company’s W. V. Woody Agency, Chi- 
cago; Milton M. Cerf with the A. D. 
Hemphill Agency, San Francisco; and 
Homer W. Hall, with the T. Woody 
Evans Agency, Charleston, West Va. 





than five consecutive years; is a life and 
repeating member of the Million Dollar 
Round Table, having qualified for the 
Round Table for nine consecutive years; 
has received the National Quality Award 
for 14 consecutive years; is a life mem- 
ber of the Pennsylvania Leaders Round 
Table. iy . 

Active in business and civic affairs, 
Mr. McCune is past president of the 
Beaver County Economic and Business 
Foundation; past commandant of the 
Beaver County Marine Corps League; a 
member of the board of deacons of the 
Beverly Heights United Presbyterian 
Church; a member of the board of di- 
rectors of the Pittsburgh Life Under- 
writers Association; chairman of the 
Group insurance committee of the Penn- 
sylvania Life Underwriters Association ; 
a member of the Life Insurance 
and Trust Council of Pittsburgh; 
a member of the speakers bureau of the 
National Association of Life Under- 
writers; and a member of Kiwanis In- 
ternational. 





Eastern Life Appoints 
Vogelman General Agent 


Herman Vogelman, 15 Park Row, New 
York, has been appointed general agent 
for Eastern Life of New York. 

Mr. Vogelman entered the insurance 

business in 1956 with the Arthur H. 
Bikoff Agency of Aetna Life, After 
establishing a successful record as a 
personal producer, he left that agency 
in 1958 to accept a position as assistant 
general agent with State Mutual. He 
was recently in charge of a unit of full- 
time men which during a two-year period 
produced over $3.5 million of business, 
with total premium of over $50,000. 
_ Mr. Vogelman received his B.S. degree 
in 1948 from the College of the City of 
New York and went on to graduate 
study, receiving his M.A. from the 
N. Y. U. Graduate School of Arts and 
Sciences in 1949. He served with the 
78th Infantry Division during World 
War Il, and was awarded the Purple 
ronal with Two Clusters and the Bronze 
tar. 

Mr. Vogelman is presently taking 
courses at the New York Insurance So- 
ciety’s School of Insurance to complete 
the examinations for the CLU designa- 
tion. 

Michael J. Azzara, a former full-time 
agent with State Mutual, will be asso- 
ciated with Mr. Vogelman in his general 
agency for Eastern Life. Mr. Azzara is 
a graduate of Wagner College with a 
major in business administration. 





Hancock Educational Films 


A series of ten educational films for 
use in 99 parochial schools in the Com- 
monwealth, was presented to the Arch- 
diocese of Boston by the John Hancock. 

The insurance firm presented the same 
series, entitled “Horizons of Science,” 
to the Massachusetts Department of 
Education earlier this year. Since that 
time the films have had wide use and 
enthusiastic reception in the Massa- 
chusetts public school system. 

Richard P. Waters, Jr., second vice 
president in charge of public relations 
at the John Hancock, presented the 
second set to the Rt. Rev. Timothy F. 
O’Leary, superintendent of schools of 
the Boston Archdiocese. 

Produced by the Educational Testing 
Service of Princeton, N. J., with the as- 
sistance of the National Science Founda- 
tion, the ten films deal, in full color and 
sound, with microbiology, cultural an- 
thropology, “Thinking machines,” space 
technology, and other important scientific 
developments. Narrated by scientists of 
international prominence, they are de- 
signed to provide a link between the 
modern scientist and the student, to 
stimulate thinking and broaden under- 
standing. 

In the past year, over 20 American 
business firms have joined the “Horizons 
of Science” film program by sponsoring 
the films for use in schools, colleges 
and civic groups. As a result, the pro- 
gram is now in operation in over 100 
cities and communities in 26 states. The 
John Hancock adopted the program for 
use in Massachusetts, as a public service. 





Northwestern Mutual Holds 
Agency Building Clinic 

Twenty Northwestern Mutual Life 
general agents from 14 states participated 
in an annual agency building clinic, 
designed to help each general agent 
develop the most favorable opportunities 
for his sales staff in line with current 
business trends. The one-week workshop 
was held at the firm’s home office, 
Milwaukee. 

At the sessions, which every general 
agent attended during each of his first 
three years as general agent with NML, 
special emphasis was put on the selec- 
tion and training of new agents. Recruit- 
ing, financing and supervising of new 
agents are among the other subjects 
covered during the week, according to 
Harold W. Gardiner, CLU, superinten- 





“Life is death as far 
as I’m concerned...” 


YOU:... introduced a Life man to a 
client once... lost the sale, and the 
client, too... from high pressure! 


CG: That’s the beauty of our service 
...we make no sales recommendation! 
None at all! 


YOU: Look, I haven’t got the time... 


CG: We have! And our Life Consult- 
ant takes care of all the technical 
details. You’re in charge! 


YOU: What about commissions? 


CG: You get full commission on any 
sale made. As a matter of fact, using 
Connecticut General’s Life Depart- 
ment for the independent general 
insurance man, you can increase your 
profit 15% or more! 


YOU: Low pressure, no sales pitch, 
none of my time wasted... and 15% 
profit. Sounds better and better. What 
should I do next? 


CG: Call the C.G. office nearest you. 
There’s probably one in your city. Do 
it right now! 


CONNECTICUT 
GENERAL 


Life Insurance Company, Hartford 


dent of education and field training for 
Northwestern Mutual. 

This clinic is conducted under the 
leadership of agency department officers, 
but. features the actual successful ex- 
periences of the participating general 
agents. 








Admitted to Hawaii 
Manhattan Life of New York has been 
admitted to transact business in Hawaii. 
With the addition of this state, the com- 
pany is now licensed in 48 states and the 
District of Columbia. 
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The Increasing Need for Life 


Insurance in the Close Corporation 


By Paut BrigFrr 
Life Insurance Consultant, New York City 


The death of a stockholder will create 
specific problems for (a) his estate; (b) 
his heirs; (c) the surviving stockholders ; 
and (d) the business itself. A new policy 
brought out by a major insurance com- 
pany in New York answers and serves 
to solve these problems. 


Problems That Confront the Business 
Itself When a Stockholder Dies 
The business will suffer immediately 
from the uncertain conditions that arise 
in connection with the transfer of the 
stock in a close corporation. In addition, 
the change in management may cause 
key employes to leave the firm, making 
it necessary to recruit and train -_ ace- 
the 


ments with resultant losses in in- 
terim. Another important problem is 
credit, The change in management will 
cause creditors to scrutinize more care- 


fully the extension of credit. Any denial 
or restrictions could be disasterous. 
There is an answer however which is 
through proper application of this new 


amazingly flexible plan. 
Problems that Face the Estate 


Generally, the executor’s most im- 
mediate and burdensome problem is the 
payment of costs and taxes incident to 
the transfer of the estate. These costs 
are best paid in cash and they must be 
met out of the estate. It may 
become necessary to liquidate the de- 
ceased’s holding in the corporation. This 


assets of 





is often difficult and costly, especially 
when the sale of assets might have to 
be made at the wrong time. Bing Crosby 
faced a similar loss and dilemma. If 
estate values have increased—the re- 
sultant need merely compounds the 


dilemma 


Problems that Confront the Surviving 
Stockholders 


If there is no agrccment providing for 
the disposal of the stock, the surviving 
stockholders must wait to see what the 
executors or heirs of the deceased stock- 
holders will do. If the heirs decide to 
sell their stock, the surviving stock- 
holders may find they have to bid 
against others who may be interested 
in buying it. If they do not buy, the 
survivors will find that their new asso- 
ciates are strangers who very likely 
will have conflicting ideas. This can 
damage the business and interests of the 
surviving stockholders. The prob lem is 
even more serious if the purchasers of 
the stock take over a controlling inter- 
est. And how often do we find that one 
1 more stockholders become uninsurable 
just when their advisers advise them to 
protect themselves? The business has 
srown and prospered as have their 
nterests. This new policy provides in- 
‘reasing protection to avoid these 
hazards 

Problems that Face the Heirs 


two classes: (a) 
participate in the 
whose needs are 


income and security. 


The heirs fall into 
those who wish to 
business; (b) those 


primarily assured 





“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 


General Agent 


Continental Assurance Company 
32 COURT STREET BROOKLYN 1,N. Y. 
TRiangle 5-7362 











HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 











The heirs who wish to participate in the 
business may be the stockholder’s son 
or other member of his family. 

If the heirs are equipped to participate 


there are fewer problems, (a) The de- 
ceased stockholder must be sure his 
estate can pay the death charges or be 
eligible to pay part of the estate tax in 


installments; (b) give the heirs enough 
shares to constitute a controlling interest, 
and; (c) take care of all other heirs— 
the widow, minor children, and others 
for whom he may wish to provide. 
Those heirs who have no business 
experience and are not equipped to par- 
ticipate in the management of the busi- 
ness—such as widow or minor children— 
have a yer ye need for income because 
the death of the stockholder has most 
likely cat off their principal source. If 
they inherit a controlling interest their 
lack of experience will harm the _busi- 
ness and their income as well. These 
heirs because of their inexperience in 
the business will generally be forced to 
liquidate their holdings. Here too, be- 
cause the liquidation is forced the heirs 
will probably have to sell the stock at a 


sacrifice price. Every owner of a closely coverage 


held corporation should be aware of the 
critical financial squeeze imposed on his 
heirs. 

The government will capitalize the 
earning power of his business and arrive 
at a substantial value. The estate tax 
rates placed against these values is a 
major liability which also must be met. 
The arrangement of his financial affairs 
must be met so that his family will not 
be wiped out or make them dependent 
on a business which perhaps has lost 
its driving force. Successful business 
men will always attempt to minimize any 
mistakes made in business judgment. 
The greater risk and the poorer judg- 
ment is the insurance premiums that are 
saved by not preparing for the certainty 
of death. He cannot afford the loss of 
his business to his family. Too many 
men spend years creating, but refuse 
to devote a few hours to conserve what 
was created. 


Conserving Your Creation 


Liquidity for Federal estate and state 
inheritance taxes, income taxes, adminis- 
tration and final expenses can best be 
provided by cheap life insurance dollars. 

The problem now is to select the best 
policy vehicle to provide current and 
future funds. A policy with a standstill 
death benefit can become inadequate if 
business or estate values grow. It is 
this increasing need that has now been 
realistically provided for under a new 
policy that provides increasing insurance 


c JOE SALESMAN'S GIRL-FRIDAY 


“Give yourself Anico’s prof 


itable line of competitive pol- 


icies for a prosperous New Year.” 


ANICO SALES LEADERS 


Econ-0-Master Family Policy 
Econ-0-Parent & Children Plan 
Ladies Special Policy 
Preferred Premium Life 
$25,000 Executive Special 
Gtd. Renewable A& H and H&S 
Policies 
Non-Medical to Age 45 
Annuity Conversion Rider (free) 
Equity Builder Policy for Pension 
and Profit-Sharing Plans 
(Ask about other specials) 





OPENINGS EVERYWHERE IN 
TERRITORY FOR REPRESENTATIVES, 
BROKERS AND SPECIAL BROKERS 


Inquiries about these or other open- 
ings for those with special qualifi- 
cations and experience will receive 
prompt attention and answer. For in- 
formation address: COORDINATOR‘ 
OF SALES 


AMERICAN NATIONAL 


INSURANCE COMPANY 


GALVESTON, TEXAS 


OVER 5 BILLIONS OF 
INSURANCE IN FORCE 


with a level premium which 
can be reduced by dividends (dividends 
of course are not guaranteed—they may 
be lower or higher than illustrated). An 
example of this policy increase in death 
benefits is shown below for a male age 
45 or female 48, 


Initial Amounts $100,000 
10th Year Amount 154,600 
20th Year Amount 191,800 


Details of this plan and its application 
to any area of insurance estate, business, 
charity, educational or family planning 
is best discussed between agent and the 
client or his representative personally, 


MONY Shows How Option 3 
Can be Inflation Hedge 


Mutual Of New York’s weekly news- 
paper, “MONY News,” recently called 
attention to the use of settlement options 
as a means of combating inflation. The 
article in part follows: 

“The amount of monthly income under 
a life annuity depends upon the an- 
nuité ant’s age when the income starts. 

“That principle means that a man can 
make his insurance grow more valuable 
for his wife each year he lives . . . with- 
out any increase in the face amount of 
his insurance. 

“The following example s 
annuity principle, in 
MONY’s settlement 
can work as an 
the insured lives. 

“Suggest to your prospects that they 
take a good look at the economic signif- 
icz ANnce of life income settlement options, 

“Let’s assume a woman is widowed at 





hows how the 
conjunction with 
option guarantees, 
inflation ‘hedge’ while 


age 40. MONY’s Settlement Option 3, 
ten years certain, guarantees her pay- 
ments of $32.50 monthly per $10,000 of 


insurance. 

“Now, let’s assume she’s widowed 
instead at age 55—fifteen years later. 
At that age, the option would provide 
$4250 monthly income per $10,000 of 
insurance. 

“Thus in the fifteen year period, the 
monthly payment would have increased 
31%. That’s enough to keep her pur- 
chasing power on an even keel if there 
had been a 31% price rise in the interim. 


On the other hand, if inflation were 
avoided, the purchasing power repre- 
sented by her  husband’s insurance 


actually would have increased in the 


fifteen-year period.” 


Clyde Hines President of 
Ohio National Field Club 


An outstanding feature of the na- 
tional sales conference held in Novem- 
ber by Ohio National Life at the Holly- 
wood Beach ‘Hotel, Hollywood, Florida, 
was the election of new officers for the 
company’s ‘Builders Club. 





Elected for a two-year term were 
president, Clyde Hines, West ‘Milton, 
Ohio, associate of the Larry Boord 


Agency; vice president, Dwyer D. Best, 
Grangeville, Idaho, of the Garrett Agen- 
cy; secretary, Harold FE. Simmons, 
Waynesburg, 'Penna., of the Fred 
Kramer Agencies, Ine. ; and _ assistant 
secretary, Samuel E. Stroup, Holdrege, 
Neb., of the D. D. Stroup Agency. 

The Builders Club is composed of the 
company’s leading agents. Election to 
cfice is the top recognition paid by 
Ohio National Life’s field representatives 
to one of its own members. 





O'TOOLE ASSOCIATES 
Incorporated 
Management Comsultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 








Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 
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John Hancock to Raze Famous 
Westminster Bldg. for Parking 


Boston—Another step in the facelifting 
of Copley Square will be taken shortly 
with the razing of the famous 71 year 
old Westminster Building on St. James 
Avenue, it was announced by John 
Hancock Mutual Life. 

Located directly behind Trinity Church, 
the eight story former hotel has been 
owned by the Hancock since 1941. It 
was utilized as additional office space 
for the company until the new Hancock 
building on Berkeley Street opened in 
1949, and was then leased by the Liberty 
Insurance Co. until last February. 

Following the building’s demolition, the 
area will be used for the immediate 
future as a parking lot for John Hancock 
employes, accomodating some 90 cars. 
The property adjoins the company’s 
present parking area which accommo- 
dates 44 vehicles, and is located directly 
opposite the Hancock’s Clarendon Street 
entrance, 

“At present we have no plans for 
rebuilding on this location,” observed 
Reginal M. Miner, vice president of the 
Hancock’s city mortgage department. “If, 
however, further expansion of the com- 
pany become necessary, it should be 
most convenient to utilize this property 
for such a purpose.” 


Thomas Edison Slept There 


Designed by architects Henry E. 
Creiger and John Addison, the ornate 
building was erected in 1889 by Wood- 
bury and Leighton and opened its doors 
as the Westminster Hotel. As such it 
recorded a glittering history. Among the 
illustrious names in its register weré~ 
those of J. P. Morgan, Victor Herbert, 
and Thomas Edison. It was originally 
designed as the tallest building in Boston, 
boasting 209 rooms “with running ice 
water.” 

The glamour spot for social gatherings, 
the Westminster roof garden was opened 
before World War I, the first in New 
England, and “drew some of the biggest 
spenders in the city,’ old Bostonians 
report. Its Crystal Room, Rose Room, 
Colonial Room and Walnut Room were 
the setting for some of Boston’s gayest 
parties, while its ballroom was famous 
for its bas-reliefs, filigrees and wood 
carvings. An ornate corridor leading into 
its foyer was a conversation piece in 
itself. 

In addition to its transients, the hotel 
catered to a few resident guests among 
whom were Summit L. Hecht who ate 
the first meal in the Grill Room at its 
opening and the last meal at its closing. 


Subject of Famous Court Case 


But for zoning laws, the building would 
have been Boston’s tallest at the time of 
its completion. During its construction, 
however, a law was passed prescribing 
that any building in the neighborhood of 
Copley Square “America’s most beauti- 
ful,” reach not over 90 feet. 

Since the Westminster building towered 
oer the square at 100 feet, its owners 
were forced to have the top floor 
chopped off. When suit for damages 
was brought against the city one of the 
most involved cases of its time resulted 
and dragged on for seven years. 

The decision, a $481,970 damages pay- 
ment to hotel owners and contractors, 
was later overruled by the Supreme 
Court, cutting the settlement to $355,727. 


Murder Scene 


Another chapter in the hotel’s colorful 
Memoirs relates one of the city’s most 
sensational shootings in which Wilfred 
. Harris, president of the Massachusetts 
College of Osteopathy, was fatally 
Wounded by a former student, Dr. EI- 
ttedge D. Atwood. At two o'clock one 
july afternoon in 1916, the enraged Dr. 
Atwood invaded the offices of Dr. Harris 
‘avenge the death of his former fianc 
ind classmate, Dr. Celia Adams. Harris 


allegedly had been responsible for the 
motives prompting Miss Adams’ suicide. 
A few years before this incident, a 
mysterious black bearded gentleman 
registered at the hotel early one morning 
and several minutes later held up the 
watchman and emptied the safe. 


But the last witnesses to such drama 
disappeared nineteen years ago when the 
John Hancock took ownership of the 
building and restyled the interior for 
business operations. Ornate carvings and 
sculpture were replaced with bright walls 
and flourescent lighting. Boudoirs and 
suites vanished to make way for spacious 
offices. New elevators and_ lavatories 
were installed and the roof garden was 
removed to make room for a penthouse 
enclosing elevator machinery, while new 
cornices, in keeping with the old archi- 
tecture, were added to complete the 
overhaul. 


DETROIT REGIONAL DIRECTOR 

Recently licensed in Michigan, Califor- 
nia Life has already established a re- 
gional headquarters in Detroit. Regional 
Director is Robert K, Heim, a native of 
Detroit. He has been in the life insurance 
business since 1952, having started as a 
special agent for a large eastern com- 
pany. For more than. three years Mr. 
Heim was staff manager in the Fort 
Wayne. agency of that company, and for 
a similar period in the same role in 
Gary. In both offices he was credited 
with developing outstanding staffs. He 
attended college in Detroit. 





the field organization. 





A series of Open House events the week 
of December 5 marked the dedication 
of our new Home Office. Appropriately, 
the sales force was first to see the new 
structure. A special preview of the new 
building was held several weeks ago for 


A Symbol of Service... 
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Provident’s New Home Office 


Office. 


ance business. 


PROVIDENT 


LIFE AND ACCIDENT 
CHATTANOOGA 


We invite you to see our new Home 
A cordial welcome awaits you 
whenever you are in Chattanooga. Stop 
by and meet our Home Office staff— 
some of the nicest people in the insur- 
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BUSINESS 
in the in- 


“ENTERTAINMENT” IN 

The word “entertainment” 
surance business and maybe in all indus- 
try is being completely misunderstood in 
some quarters. It is sometimes given a 


sinister definition which facts do not 


warrant. A question arises as to what 
should be the social relations between a 


buyer and a seller. 

Salesmanship is not so simple as get- 
ting by a receptionist or telephone oper- 
ator, making a quick introduction in an 
office and making an exit after develop- 
ing a need for buying. It is rarely pos- 
sible for a salesman to tell his story in 
a few minutes by rattling off what the 
for instance, can do 


insurance company, 


in handling a situation needing the pro- 


tection of insurance. It means a lot if 
the salesman’s personality clicks with the 


prospect. Not always is there time to 


examine all the details during a business 


office interview. Often both prospect and 


salesman can save time and do more 
intelligent presentation and questioning 
by going to lunch, even if the salesman 
grabs the tab. 


As contacts between insurance com- 


panies and insurance company salesmen, 
or agents, grow the personal relation- 
ships become closer. If the industry has 
a convention is the agent, or 
guilty of accepting “payola” 

mits his insurance company, or an in- 
dustry corporation if he is in some 
other lines of selling, to pay for his hotel 
bill? 

Salesmanship in America is the most 
competitive of all vocations. Even when 
a sale is made this does not mean the 
transaction will remain on the books for 
any definite period. As business grows 
more complex, selling becomes 
dificult and business people become 
more selective in the personality, char- 
acter and knowledge of the people from 
whom they buy. They do not want to 
deal with incompetents, The personal 
relationship becomes a factor when a 
buyer is satisfied with his insurance, or 


salesman, 
if he per- 


more 


other purchases, and it is idle to think 
that business can be carried on over the 
years on purely impersonal bases. Friend- 
ships mean more frequent contacts and 
develop desires to reveal personal feel- 
ings through gifts. This has been done 
through the ages, as revealed in history 
thousands of years ago. 

A leader in industry doing business in 
all parts of the world wants to deal with 
insurance carriers and production people 
familiar with his problems and in whom 
Confidence cannot 
developed at 


confidence. 
always be 


he has 
long range; 
rather it is the result of personal con- 
tacts, and beyond purely 
interviews. Out of such are both friend- 
ships and close business connections ce- 
mented. It is unsound to suppose that 
“entertainment” in 
can be divorced from progress in busi- 
ness. 


over office 


one form or other, 
It is an integral part of American 
way of business life, 
accepted as such. 


and has long been 


Apropos the Celler committee investi- 
gation on entertainment of the Port of 
New York Authority activities the New 
York Times this week stated: “So far the 
Port Authority’s reputation for integrity, 
efficiency and large contribution in the 
public interest is, in our opinion, un- 
shaken.” 





H. Ladd Plumley, chairman and pres- 
ident of State Mutual Life, has been 
named general chairman of the Wor- 
cester program for the 1961 U. S. Cham- 
ber of Commerce AIRCADE for Citizen- 
ship Action. The annual ATRCADE i 
a city-hopping tour by U. S. Chamber 
officials for discussions of federal legis- 
lative programs with the nation’s busi- 
nessmen. The 1961 ATIRCADE will open 
in Worcester at State Mntual’s home 
office bulding on February 27, then con- 
tinue to Pittsburgh, Detroit. Birming- 
ham. Tulsa, Omaha, Denver, Hollywood, 
Oakland, Spokane, Anchorage (Alaska) 
and Honolulu. Mr. Plumley is currently 
a vice president of the U. S. Chamber, 
and has previously served as president 
of the Worcester Area Chamber of 
Commerce. 

7 * » 


Howard E. Martin, head of the gen- 
eral insurance agency in Rochester, 
om. Ue bearing his name, was honored 
at a luncheon in recognition of his repre- 
senting The Travelers Co. for 30 years. 








HARRY L. GODSHALL 


Harry L. Godshall, president of the 
well known insurance agency in Atlantic 
City, N. J. bearing his name, is com- 
pleting his 30th anniversary as a direc‘or 
of Excelsior Insurance Company of New 
York, Syracuse, N. Y. Mr. Godshall, 
former board chairman of Excelsior, has 
been a director of the company since 
1930 and is presently chairman of its 
executive committee. For years he has 
been active in the new Jersey Associa- 
tion of Insurance Agents, having served 
as president in 1926-1928. He is pres- 
ident of the Guardian Savings & Loan 
Association, and has been a director of 
the Miss America Pageant in Atlantic 
City since its inception in 1921, and 
served as its president for many vears. 
He is also past-president of the Atlantic 
County Game Preserve. 

* * * 

Walter “WOBO” Savage, special agent 
for the Standard (Fire Insurance Co. of 
N. J. in Trenton, has completed another 
year of his “WOBO The Fire Clown” 
program, Mr. Savage estimates that over 
3,000 children have seen the 30 minute 
fire safety program which is 75% serious 
fire prevention and 25% comedy. “WO- 
BO” feels that clowning may also be 
used to teach children other forms of 
safety such as playground and_ bike. 
“WOBO” is president of the Trenton 
Clown Club, a group who do clow ning 
as a hobby and have been entertaining 
children in that area for seven years. 

es kee 

Leland F. Lyons, CLU, vice president 
of New York Life, attended the first an- 
nual Pan American Conference on sales 
management and marketing, held re- 
cently in ‘Mexico City. He was the only 
American life insurance executive presi- 
dent. The Sales Executive Club of Mex- 
ico City and the National Sales Execu- 
tives International were joint sponsors 
of the meeting. Mr. Lyons is NSEI’s 
director of service for executive educa- 
tion and chairman of the board of trus- 
tees of its graduate school of sales man- 
agement and marketing. 

. « ¢ 


H. Everett Farnham, Kansas City, has 
been informed by Colby College in 
Maine, that he is now the oldest living 
Colby ‘alumnus. Mr. Farnham, a former 
Connecticut Mutual Life general agent, 
is also the company’s oldest agent, both 
in terms of age and service. He is 95 
years old and has been with the com- 
pany since 1905, a period of 55 years. 

ce £ -s 

Wayne B. Glasgow, general agent in 

Nashville for Connecticut Mutual Life, 


was recently elected president of the 


Nashyille Exchange Club, 





Walter L. Markey, assistant treasurer 
and assistant secretary of the Loyalty 
insurance companies, America Fore 
Loyalty Group, retired December 1, after 
35 years with Loyalty. A native of Jersey 
City, N. J., Mr. Markey, after prior 
business experience with the Adams Ex. 
press Co. and Hyatt of General Motors, 
went to the Loyalty home office in 
Newark, N. J. He was appointed assistant 
secretary and assistant treasurer of the 
companies in 1945 and during his career 
was primarily concerned with purchases 
and sales of stocks and bonds. 

> a Toe 


Horace W. Brower, president of Oc- 
cidental Life of California, has been ap- 
pointer a member of the Life Officers 
Investment Seminar Board of Regents 
for a one-year term. This organization 
is a part of the American Life Conven- 
tion. Adding another civic organization 
to his long list of community activities 
also, Mr. Brower has been appointed to 
the board of directors of National Junior 
Achievement, the business program of 
education which teaches teen-agers the 
American system of free enterprise. 


Fanny Hardy and Amelia Reichert 


Fanny Hardy, assistant Insurance 
Commissioner for Arkansas, was guest 
of honor at a tea last week given by 
the New York League of Business and 
Professional Women at the New York 
Life Insurance Co. Miss Hardy is pres- 
ident of the National Federation of BPW 
and Amelia Reichert, who is assistant 
vice president of New York Life, is pres- 
ident of the New York League. Miss 
Hardy was in New York last week at- 
tending the meeting of the National As- 
sociation of Insurance Commissioners. 
She was first appointed assistant state 
commissioner in 1953 and is now serving 
her fourth term. Active in civic affairs 
in Little Rock, Miss Hardy has been 
elected “Little Rock Woman of the 
Year,” “Arkansas Traveler,” and “Busi- 
ness Woman of the Year.” 

o * a 


Dan F. Luparello has been appointed 
vice president of the Cryer Agency Inc., 
general insurance agency in Buffalo, 
N. Y. He previously was with another 
Buffalo agency. 

x oe 


Harold E. Reed, state agent for the 
Phoenix of Hartford Insurance Compan- 
ies in Minneapolis, retired December 
Mr, Reed joined the Phoenix in Min- 
neapolis as special agent in 1943 and 
was promoted to state agent in 1951 for 
the territory of Minnesota and Wiscon- 
sin, For the past five years he had con- 
centrated in the Twin Cities field. 
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The Broadway Shows 


An annual feature of this page is to de- 
scribe Broadway shows as a guide to 


hundreds of insurance attending 
important conventions in December at 
the Waldorf Astoria. In marked contrast 
with the situation last December when 
the stage was cluttered with depressing 
dramas in which angry young men 
sounded off in shabby surroundings giv- 
ing their ideas of what is wrong with the 
world, and good musicals were at a pre- 
mium, there are a number of current 
attractions of wide variety which satisfy 
audiences, whether just out for a pleas- 
ant evening or who want something on 
a higher level. And that despite the fact 
that in this year’s crop there is not, 
with a single exception, a great musical 
or a comedy or mystery of top caliber, 
or a drama which ranks with the best 
ones of former seasons. No improvement 
is noted in the ticket situation which has 
worsened as benefits gather more mo- 
mentum and seats. 

Just to glance at the plots and char- 
acters in many current shows the ob- 
server might easily argue, “All right, 
the unbalanced, moody, seedy, fanatical 
youthful spellbinders of last year have 
disappeared from the scene, but what 
has taken their place? The New York 
stage is now cluttered with women im- 
personating prostitutes, scenes in bag- 
nios, unhappy couples trying to move 
away from each other or a third person 
wanting to move into the menage.” That 
makes the dramas continue depressing 
in spirit, but the music shows are any- 
thing but. 

Let’s get down to cases, describe the 
shows and read the plots, note some per- 
formers and then decide what we would 
or wouldn’t like to see. 

Principal anticipation in the new pro- 
ductions has been to get the lowdown 
on “Camelot,” gigantic Lerner and Loewe 
production which made its New York 
Premier December 3 carrying with it a 
record-breaking advance sale of $3 mil- 
lion; and “Advise and Consent,” most 
ballyhooed of the dramas, a play based 
ona best selling novel of Washington 
political life, written by Allen Drury, a 

lashington correspondent of New York 

imes, who thereby won a Pulitzer prize. 
ithout giving real names the identities 
ofhis Washington personalities are easily 


stasped by Washington journalists and 
public men. 

“Camelot,” based on legends of the 
ng Arthur’s Court period and inspired 
'y brilliant treatment of those tales in 
- H. White’s “The Once and Future 
King,” is probably the most beautiful 
production ever seen on the New York 
‘tage. Stars of its large cast are Julie 
Andrews, who was “Eliza Doolittle” in 


men 

















“My Fair Lady,” and Richard Burton. 
Opinion of the critics seeing the New 
York premier was divided. Agreement 
was general that the first four scenes are 
of dazzling beauty, but from then on 
“Camelot” went backward, the plot be- 
coming confusing. Some of the songs are 
charming, music at times most impres- 
sive. Howard Traubman, New York 
Times, summed up the _ performance: 
“Graceful and sumptious though it is, it 
leans dangerously in the direction of 
old-hat operetta.” Burton and Andrews 
received rave notices. 

The story of “Advise and Consent.” 
a strictly political drama, concerns itself 
with the nomination by a President of 
the United States, of a Secretary of State 
sometime in the future, a crucial period 
with Russia gaining strength in its war 
on our type of Democracy and its suc- 
cess in the orbit. Although the nominee 
is dedicated to his country, it develops 
that he was a member of a Communist 
cell when a University of Illinois under- 
grad. An outstanding young leader of 
the Senate commits suicide when a homo- 
sexual charge is made against him. Much 
of the action takes place in a shoddy 
looking scene supposed to be the Senate. 
Characters include the President, Vice 
President and some Senators. I thought the 
play over rated. Maybe it is because I am 
fed up seeing tall, rangy actors imperson- 
ate Abraham Lincoln, or stubby, grim 
looking fellows with a beard and cigar 
impersonating General Grant. Nobody 
in “Advise and Consent” is made up to 
look like any well known public man. 
but the actors are accomplished and 
acceptable. 

In my opinion, “The Best Man,” also 
a political show, is more exciting and 
interesting. In this drama two actors 
are running for nomination for President 
of the United States. Unfortunate situ- 
ations in past lives of each are disclosed, 
neither winning the nomination. One 
reason “Best Man” is so good is be- 
cause Melvyn Douglas, its star, is a 
mighty fine actor. In “Advise and Con- 
sent” there is no actor of stellar fame. 

The drama regarded by intellectuals as 
the outstanding one in New York is 
“Becket,” written by Jean Anouilh and 
Lucienne Hill, Skillfully acted bv Sir 
Laurence Olivier and Anthony Quinn, 
pattern of the show is Shakespearean— 
historic, tragic, admirably written. The 
period is England after William the 
Conqueror and his Norman barons cross- 
ing the Channel from France, invaded 
and occupied the islands with what be- 
came a mixed race known as Anglo- 
Saxons. The country was largely run 
by nobles and religious leaders. Quinn 
has the role of Henry II, Duke of Nor- 
mandy and King of England. Olivier im- 
personates his good friend Thomas 
Becket, whom he made Chancellor and 
then Primate of England and who later 
abandoned the King “for God.” 

Tennessee Williams, America’s lead- 
ing playwright. whose former plays have 
been saturated with strongly dramatic 
and heavy emotional scenes loaded with 
psychological problems in which unhappy 
lives are accentuated, has now changed 
his style somewhat by writing “Period 


of Adjustment.” He describes it as a 
comedy. Howard Traubman, New York 
Times critic, condenses the plot as being 
that of two marriages at points of acute 
crisis. One couple has just broken up 
after five years together. The other has 
not been able to come to terms in one day 
of wedlock. Both couples are living 
through a period of adjustment. One 
character, Bates, is a former war hero 
with in-law trouble. His war buddy un- 
expectedly visits him with his bride of 
a day. What might have been an intru- 
sion is happily welcomed by Bates whose 
wife had earlier packed up baby and 
baggage and gone crying home to 
mother. How Bates saves his buddy’s 
young marriage and inadvertently sal- 
vages his own, is regarded by some as 
touching, compassionate and having mo- 
ments of genuine humor. 

“Toys in the Attic,” the first play that 
Lillian Hellnian, noted dramatist, has 
written in several years is now on 
Broadway. It is extremely well acted 
by Maureen Stapleton, Anne Revere and 
Irene Worth. Carrie and ‘Anna Berniers 
are hard-working spinsters whose chief 
joy in life is to help their ne’er-do-well 

rother, Julian. He is a good-humored 
young man and loyal to them but has 
failed consistently in life. The drama’s 
story of how he strikes it rich by enter- 
ing into a scheme to mulct a tycoon also 
emphasizes how innocent well-meaning 
people can do more harm than those 
whose motives are evil. The sisters’ 
possessive attitude toward Julian drives 
them apart, and alienates his wife, who 
by being childish and selfish, wrecks his 
scheme for winning a fortune. 

“A Taste of Honey” written by 
Shelagh Delaney, a 19-year old Lanca- 
shire girl, impatient with what she was 
seeing on the British stage, offers a 
grim, abhorrent plot made less objection- 
able to audiences bv stellar performances 
of actresses Joan ‘Plowright [who in real 
life will marry Olivier;] and Angela Lans- 
bury, a fine veteran comedienne. Time 
magazine’s size up the plot: “An illegiti- 
mate young girl lives with a tramp of 
a mother who soon runs off with a man. 
The young girl has an affair with a 
Negro sailor on leave, becomes pregnant, 
is cared for by a young homo-sexual, 
and at the end is left alone with her 
baby.” 





Mary Martin in “Sound of Music.” 
written by ‘Rodgers and Hammerstein, is 
the best musical since “South Pacific.” 
With so many New York dramatic 
shows featuring degeneracy and unsavory 
characters it has been a welcome relief, 
stimulating and inspiring, for audiences 
to attend a production featuring so many 
delightful people, adult and juvenile, as 
are in the Martin show. The plot is 
based on the real Viennese Trapp family 
of unusually successful child singers 
which after appearing on stages of the 
continent and elsewhere, (and growing 
up.) now lives in Vermont. Mary. a no- 
vitiate in a Catholic insttitution, leaves to 
become a governess of the stage children 
who immediately become attached to her, 
their father also falling in love with 
Mary. Group singing of the charming 
children who are impersonating the 
Trapp family, is delightful and the nuns 
give diginified and likeable performances. 
Reporting the premiere in New York, 
critics were uncertain about the music 
but they could have gone all out in prais- 
ing it as a number of the songs have 
swept the country. 

Th biggest surprise hit is “Tenderloin,” 
which received brush-off reviews as a 
corny show, but is an extremely enter- 
taining musical. The “Tenderloin” for 
years the notorious red light district of 
New York was able to dominate New 
York’s night life through connivance of 
police corruption and grafting politicians. 
When “the district” was most sordid, de- 
generate, rowdy and criminal, Charles 
H. Parkhurst, a noted New York clergy- 
man, started a crusade to wipe it out. 
He made personal visits to dives, de- 
nounced from the pulpit what he saw 
and stirred up so much anger against 
bawdy and vicious practices he encount- 
ered that a reform wave resulted which 
closed these sinful dens. 

In “Tenderloin,” the women inmates 
are caricatured and burlesqued; wear 


freak costumes created by Cecil Beaton 
and use grotesque makeup. Surprise 
performance is that of Maurice Evans, 
noted British star of Shakespeare, Ber- 
nard Shaw and Oscar Wilde roles, who 
impersonates the crusading clergyman. 

The big Winter Garden is packed every 
performance to 'see the sensational 
Tammy Grimes in “The (Unsinkable 
Molly Brown.” Tammy impersonates the 
most fabulous woman of the Colorado 
mining era when great fortunes were 
made out of silver. The Mrs. Brown of 
real life had risen from an obscure, lowly 
but scrappy figure in mining camps and 
saloons to be the wife of a silver million- 
aire. Ostracized by Denver society she 
went to Europe, was feted there by 
royalty, and returning to the Colorado 
capital, reaped revenge by snubbing the 
social queens who had treated her so 
shabbily in the old days. Dynamic, tal- 
ented and attractive Tammy Grimes is a 
big new star in a fast moving uproarious 
show. 

Most of the men, and a few of the 
women in the audience greatly enjoy 
“The Hostage,” a loosely knit comedy 
drama, written by the Dublin playwright, 
Brendan Behan, an alcoholic who at- 
tracted attention during the London per- 
formances of his show, a long run hit, 
by arising during performances and be- 
rating the actors. The scene is a public 
bar in Dublin where ladies of the eve- 
ning grab protesting soldiers away from 
tables and endeavor to carry them up- 
stairs to their rooms. Occasionally, all 
hands on the stage interrupt the se- 
quence of the show to dance Irish jigs 
and sing doggerel. There is some shoot- 
ing by soldiers. If you have learned be- 
forehand what to expect you will have a 
good time at this strange performance 

Another show with a “fallen woman” 
as the star—and the only woman in a 
rather large cast of “cafe” habituates, is 
“Irma La Douce” (Sweet Irma,) a big 
sell out here after running four years 
in (Paris. But one woman is enough to 
carry the show. She is Elizabeth Seal, 
a comedienne of extraordinary talent 
with enough energy, fire and versatility 
to make a success at this late date of 
even “Uncle Tom’s Cabin.” The action 
takes place in Paris and on Devil’s Isle, 
a prison settlement, and at sea. Irma is 
making happy a collection of men ever 
increasing in number, when she meets 
near the Place Pigalle a poor young law 
student, falls in love and supports him in 
the customary night life way in which 
she can furnish support. Success of 
“Irma” calls attention to the fact that 
another French import, “La Plume de 
Ma Tante,” a pantomine vaudeville act 
comedy, containing plenty of laughs, is 
still running to crowds in New York City 
after 105 weeks. The company is not a 
large one, but everybody makes good. 

“Invitation to a March” is a new comedy 
starring Celeste Holm. Featured in the 
cast are two new-comers: Jane Fonda, 
daughter of Henry; and James Mac- 
Arthur, son of Helen Hayes. The action 
takes place on the eve of a young girl’s 
wedding and is concerned with whether 
she will go through with wedding plans 
with her rich, conservative young ‘fiance 
or will switch to the non-conformist 
young beach lad whom she has just met. 
Celeste Holm is the mother of the beach 
boy; Eileen Heckart is the mother of the 
proper young man and there is war be- 
tween the two women. There is much 
wit in the play, which is at the Music 
Box, and tickets are available at the box 
office. 

Every season in New York City there 
is always an attraction in which the cast 
has only one or two persons. Victor 
Borge, clown pianist, for instance, ran 
for more than a year. This season two 
fascinating and witty comedians—Mike 
Nichols and Elaine May— furnish more 
pleasant and good humored entertain- 
ment than many shows with large casts. 

“Bye Bye Birdie” revolves around an 
Elvis Preslyish crooner named ‘Conrad 
Birdie who has just been drafted and the 
efforts of his manager to make the most 
of Birdie’s last day as a civilian. This 
involves a trip to Sweet Apple, Ohio, 
where the crooner is to kiss some teen- 
ager woodbye before a national TV 
hook-up. There are sufficient complica- 

(Continued on Page 24) 
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North America Creates 
Agency Affairs Unit 


LITTLEPAGE IS IN CHARGE 
Vice President Since 1953; Bell, 
Prominent W. Va., Agent, Joins 
North America January 1 


Jen 


The creation of a new agency affairs 
unit within its business development 
department, to be directed by a semtor 


and plans for 
are an- 


officer of the company, 
implementing its operations 


nounced by John A. Diemand, president, 
Insurance Company of North America. 
. F. Littlepage, an INA officer since 
1948, will assume the newly created 


position of vice president—agency affairs. 

Additionally, it was announced that 
INA has purchased a substantial stock 
interest in the nationally recognized in- 
surance agency of Patterson, Bell and 
Crane Co. of Charleston W. Va. Frank 
R. Bell, Jr., executive vice president of 
the agency, will join INA after January 
1, and will be associated with Mr. Little- 
page in the agency affairs unit. 


Diemand Statement on Agents 


“We are determined to strengthen the 
present position and enhance the long- 
range future of INA agents,” Mr. Die- 
mand declared in announcing the devel- 
opments. “Investigation and interpreta- 
tion of problems and opportunities con- 


fronting INA agents will be, therefore, 
a prime function of the agency affairs 
unit. We intend to make the phrase 
‘agency-tested’ meaningful for insurance 
agents. Many future INA developments 
will carry that stamp after a thorough 


testing in the Charleston agency. 

“INA has long felt,” he continued, 
“that it could make a vital contribution 
to the welfare of its agents by testing 
both marketing operations and office 
procedures at the agency level and then 
making available the results of such tes‘s 
to its agents throughout the world. 
Creating this unit and staffing it with 
men who are widely known and respected 
in agency ranks reflect our sincere desire 
to provide for our agents the utmost 
assistance possible in attaining mutually 
desirable goals. 

“The times are challenging. Changes 
now sweeping the business inevitably are 
felt on the distribution front. We 
maintain that the most efficient and most 
desirable distribution system is that 
partnership between independent com- 
pany and independent local insurance 
agent. It is our stated goal to help INA 
agents meet the challenges imposed by 
change 


C. F. Littlepage Career 


Charles- 
where he attended Charles- 
ton High School. He was graduated 
from the University of West Virginia in 
1929 with a Bachelor of Law degree. He 
was engaged in the practice of law from 
1929 to 1936. 

Mr. Littlepage entered insurance in 
1936 when he joined the National Board 
of Fire Underwriters staff in New York 
City. He accepted a post with INA in 
1944 as manager of the general cover 
department, New York office. In 1948 
he was elected an assistant secretary 
and was promoted to an assistant vice 
president in 1952. In June, 1953. he was 
elected a vice president of North Amer- 
ica. 

_ Patterson, Bell and Crane Co. has en- 
joved a long and distinguished history 
of service to the Charleston community. 
It traces its beginning to the establish- 
ment of an insurance agency by David 

. Patterson in 1876. Frank R. Bell, Sr., 
purchased an interest in the agency in 
1922. He is president and treasurer of 


Mr. Littlepage is a native of 


ton, W. Va., 


25-Year Agencies Are 
Honored by Excelsior 


John C. Stott, chairman of the board 
of Excelsior Insurance Company of New 
York, Syracuse, N. Y., at the recent 
quarterly directors’ meeting recognized 
agents who have represented the Excel- 
sior for 25 years. These agencies have 
been mailed a walnut and copper plaque 
in commemoration of a quarter century 
of loyal service. They are: 


Alfred C. Sinn, Inc., Clifton, N. J.; 
Albert C. Stein, Celina, Ohio; Bowen, 
Perry & Fobes, Inc., Syracuse; D. H. 


G andor, N. 


Jennings Insurance Agency, 


Y.; The Reutler Agency, Sandusky, 
Ohio; The Saxby- McHale Agency, 


Stoneham, Mass.; Engler Insurance 
Agency, Jim Thorpe, Pa. 


the agency. He served as president of 
the National Association of Insurance in 
1923. 


Frank Bell, Jr., 


Frank R. Bell, Jr. executive vice pres- 
ident of the agency until he joins the 
INA staff, is also a native of Charleston. 
He was educated at Augusta Military 
Academy and Washington & Lee Uni- 
versity. He served as a naval aviator in 


World War II with the rank of Lt. (jg). 


Career 


His service included 11 months in the 
Pacific Theatre where he was awarded 
the Air Medal on three occasions. 


Mr. Bell, entered the insurance 
agency business in 1946 as a solicitor 
with Patterson, Bell and Crane Co. He 
was elected vice president in 1948 and 
executive vice president in 1954. Mr. Bell, 
has been prominent in affairs of the 
West Virginia Association of Insurance 
Agents and the National Association. He 
was chairman of the Southern Agents 
Conference 1956-57. He received a Pres- 
idential Citation from the NATA in 1957. 
He was a member of the executive com- 
mittee of the West Virginia Association 
1952-1957, and a member of the national 
board of state directors, NAIA 1957- 
1960. He was chairman of the property 
insurance committee, NAIA, 1957-1959. 

With the exception of Mr. Bell, Jr., 
officers and employes of Patterson, Bell 
and Crane Co. will continue to operate 
the agency. Mr. Bell, Sr. will become 
chairman of the board. James A. Stog- 


Frelinghuysen Corp. Calls Erroneous 


Expense Listings on Port Authority 


Joseph S. Frelinghuysen, Jr., well known 
head of the New York insurance brokerage 
firm of J. S. Frelinghuysen Corporation 
im an interview this week with The East- 
ern Underwriter with regard to the Celler 
Subcommittee probe into activities of the 
Port Authority of New York in its rela- 
tions with the brokerage firm, said: 

During the past week, the Celler Sub- 
committee of the House 
mittee 


Judiciary Com- 
scrutinized various insurance 
aspects of the affairs of The Port of 
New York Authority. The Authority’s 
broker, J. S. Frelinghuysen Corporation, 
New York City, was burdened for three 
and a half months with Subcommittee 
auditors who checked every expense item 
charged by the J. S. Frelinghuysen Cor- 
poration for tax purposes against its 
handling of the Port Authority account. 

An auditor, from the General Account- 
ing Office, on the basis of a review of 
the records of the J. S. Frelinghuysen 
Corporation at the request of the Con- 
gressional Judiciary Subcommittee, pre- 
pared lists of expense account items for 
scrutiny during the Subcommittee hear- 
ing on The Port of New York Authority. 


The Subcommittee then prepared and 
released to the press, without benefit of 
review by the Frelinghuysen Corpora- 
tion or its attorney, an amazing four 
page printed exhibit entitled “Entertain- 
ment and Gifts Provided Port of New 
York Authority Officers and Employes 
by J. 5. Frelinghuy sen Corp. (1959 and 
Part of 1960).” 

On the day after release of this 
exhibit to the press, the Frelinghuysen 
Corporation attorney informed the Sub- 
committee on the record that of 76 items 
in the exhibit, 58 were incorrect and 
represented expenditures on occasions 
when no Port Authority personnel were 
present at all; six items were incom- 
plete and misleading; and the remaining 
12 items were business lunches and one 
arrangement of flowers upon the birth 
of a child. 


Erroneous Listings 


The absurdity of the misrepresenta- 
tions on the part of the investigating 





den, vice president, will assume new 
responsibilities as president of the 
agency. 
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auditor is apparent in the following 
erroneous listings on the Subcommittee 
exhibit: 

1. National Fire of Hartford was listed 
as a “Port Authority officer or employe 
who received entertainment or gift” — 
The expense account entry read: ‘ ‘Lunch 
with John Keane, Nat’l. Hart.-P.A.”~ 
On the Subcommittee’s exhibit this lead 
to identification of the Port Authority 
employes who were beneficiaries of the 
entertainment and gifts as “J. Keane and 
N. Hart”. 


2. Insurance company employes w>re 


also shifted to the Port Authority pay- 
roll by the Subcommittee auditors. 

An entry reading “Lunch, E. S. Melley, 
FIA-PNYA” resulted in dropping the 
FIA and putting Mr. Melley in the 
Port Authority’s employ. 

The same thing happened to “Lunch 
with Nothelfer, Pearl Ins. Co.-PA” and 
“Lunch with J. Schmidt, Natl. Hart. PA”, 
as well as: “Lunch with C. Siebert, F F.- 
PA — "and “Lunch, subway, Klaiber, 
N.A.-PA 

F. Hibberd of FIA and Frank Richard- 
son of Talbot, Bird & Co. were also 
shifted to Port Authority emplovment 
by the auditors, who did not inquire of 
the Frelinghuysen Corporation or any- 
one else as to who any of these persons 
were. 

3. The auditors converted 
Frelinghuysen Corporation — staff into 
Port Authority employes. The fact that 
the auditors knew some of these persons 
by name did not inhibit the wholesale 
conversion. Thus “Supper, cab, late meet- 
ing—H. T. Schmidt, G. McNeill-PA Bus 
Terminal” converted dinner expense of 
two Frelinghuysen Corporation officers 
into entertainment of or gifts to Port 
Authority employes. The same fate 
awaited “Lunch for RAK, RLA and self- 
PNYA.” There was no inquiry as to who 
the initials stood for. 

4. Outside experts, one of whom is 
the medical director of the Electric Boat 
Division, General Dynamics Corporation, 
and the other retained and paid for by 
the Frelinghuysen Corporation, met the 
same fate in transfer to the Port Author- 
ity payroll by the auditor. “Dinner, Dr. 
MacDougall, Lt. Comdr. Ebersole-PA 
business re. radiation survey” made the 


the entire 


two experts, without inquiry or their 
permission, into Port Authority _ per- 
sonnel. 

5. Any number of interior-Frelinghuy- 


sen Corporation lunches among its own 
staff were labelled entertainment and 
gifts to Port Authority personnel by the 
auditors. Items marked “Office re. PA” 
and “Office Lunch a/c PA” and “a/c 
PA-Staff Luncheon” led to this surpris- 
ing result. 

The Subcommittee auditors also in- 
cluded the Frelinghuysen Corporation's 
travel expense, although the Frelinghuy- 
sen Corporation has never paid for the 
transportation of Port Authority per- 
sonnel. This reference to travel expense 
increased the total released to the press 
but had no relevance to any question be- 
fore the Subcommittee. 

Unfortunately, due to the timing of the 
release of the Subcommittee’s exhibit, 
there was no opportunity to call the at- 
tention of the press to the above errors 
or to any of the other misrepresentations 
on the part of the investigating auditor. 





Chas. H. Jenkins Dies 


Charles H. Jenkins, retired chief en 
gineer of the Eastern Inspection Bureau, 
died at his home in Hollis, N. Y. 0M 
Thanksgiving Day, after a brief illness. 
Mr. Jenkins started his career with the 
F. I. A, then served with Canadian 


Underwriters’ Association. He joined the 
Bureau in 1910 and retired in 1951 whe" 
the Eastern Inspection bureau activities 
were merged intd the several Eastern 
rating organizations. 
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Pollard Resigning NAIA 
Post; Mathews Asst. Sec’y 





WILLIAM A. POLLARD 


William A. Pollard, executive secretary 
of the National Association of Insurance 
Agents, has submitted his resignation 
effective February 1, and it has been 
accepted by the executive committee. 

NAIA President Porter Ellis, CPCU, 
Dallas, Texas, in announcing the resigna- 
tion, said that the executive committee 
has appointed James R. Mathews as- 
sistant executive secretary effective De- 
cember 5. He will be in full charge of 
the New York headquarters of the 
association. 

Mr. Mathews, who is celebrating his 
Ith anniversary with the National As+~ 
sociation this month, is presently direc- 
tor of advertising and public relations 
and has also served as editor of The 
American Agency Bulletin for a number 
of years, as well as staff secretary to 
many of the association’s committees. 


Mr. Pollard joined NAIA in 1959, 
coming from the Zurich American in 


Chicago, where he was production super- 
visor and also divisional sales manager. 
A native of Boston he was graduated 
from Brown University. He joined the 
American Insurance Co. as inland marine 
underwriter in 1951 and became special 
agent in Michigan in 1953. He was also 
with the J. S. Crosby & Co. insurance 
agency of Grand Rapids, Mich. 


C. J. Danahy Re-elected 


Democratic Club Treas. 

C. Joseph Danahy, prominent Brook- 
lyn attorney and member of the firm 
of Danahy \& Delaney, was_ re-elected 
treasurer of the National Democratic 
Club for his 12th term at the annual meet- 
ing in New York. Mr. Danahy is counsel 
for the Greater New York Insurance 
Brokers Association and also for the New 
York State Association of Insurance 
Agents and well known throughout the 
Insurance industry. 

Also elected as officers of the National 
Democratic Club were Jerome H, Frank, 
president; James A. Farley. first vice 
president; E. Richard Hoffman, Jr, 
second vice president; Thomas A. Len- 
ane, secretary; Edward J. Regensberg, 
corresponding secretary. 

Governors elected for three years in- 
clude Congressmen James J. Delaney, 
partner of Mr, Danahy; Carmine G. 

eSapio, James T. Hallinan, Samuel J. 
fackman. Arthur Imerman. Benjamin 

F. Schreiber, Mayor Robert F. Wagner. 

lected for two years was Henry Fried. 








AFIA MOVES IN LOS ANGELES 
Arizona, Nevada and southern Cali- 
fornia producers of foreign insurance 
will now be serviced by the American 
oreign Insurance Association’s Los 
Angeles branch in their new quarters 
at 3400 West 6th Street. President James 
0 Nichols announced. The Los Angeles 


fice, is headed by E. J. McCluskey. 





Stock Insurers’ Rating Proposals 


H. Clay Johnson, deputy U. S. man- 
ager and executive vice president of 
the Royal-Globe Insurance Group and 
spokesman for stock companies in the 
National Board of Fire Underwriters, 
Association of Casualty and Surety Com- 
panies and Inland Marine Underwriters 
Association at the midyear meeting of 


the National Association of Insurance 
Commissioners in New York City last 
week. offered to the so-called Gerber 


NAIC subcommittee on rates and regula- 


tions several “fundamental principles” 
which the stock companies would be 
willing to have included in revisions of 
states laws regulating insurance. Mr. 


Johnson headed a joint committee of 
the company associations. 

Offered by Mr. Johnson, briefly, the 
follow: ng nine recommendations for con- 
sideration in legislative changes: 


“The approach finally agreed upon 
by the insurance companies’ subcom- 
mittee is to synthesize the All- Industry 
Fire and Casualty Rating Laws into a 
single, consolidated All-Industry bill and, 
using that as a base from which to start, 
incorporate therein the following funda- 
mental principles: 


Fundamental Principles 


“1, Retain the present requirement 
for rate filing but confer upon insurers 
the right of immediate use. 

“2, Eliminate the present provision for 
‘prior approval’ of rate filing by the 
Commissioner but retain his power of 
subsequent disapproval subject to the 
non-retroactive restriction contained in 
the proposed District of Columbia rate 
regulatory bill which permits filed rates 
to remain effective for at least a stated 
period. 


“3. Retain the present statutory stand- 
ards for rate-making subject to express 
definitions thereof designed to limit 
further the Commissioner’s power of dis- 
approval. 

“4. Eliminate the statutory provision 
for adherence to rate bureau filings and 
prohibit adoption by rating bureaus of 
any rules of adherence other than those 
voluntarily assumed by rating bureau 


members, in which case such members 
will retain the right to (a) deviate, (b) 
request the rating bureau to make an 
“agency” filing on their behalf or, upon 
the bureau’s refusal (c) file independ- 
ently. 

“5. Permit any company to subscribe 
for any or all rating bureau services 
without the necessity “of appointing the 
rating bureau to make filings on its 
behalf, but retaining the right of such 
subscriber to request filings to be made 
on its behalf on either a bureau or an 
“agency” basis as well as the right to 
deviate from bureau filings. ; 

“6. Provide specifically for rating bu- 
reaus to make a charge for any services 
rendered to members, subscribers, or 
other companies, and for any of its 
work products used by any company 
through incorporation by reference in 
rate filings or otherwise. 

“7. Include express authorization for 
insurers to act in concert (similar to 
Sections 1853, 1853.5 and 1853.6 of the 
California rate regulatory law) in order 
to provide legal protection for joint un- 
derwriting activities in the case of syndi- 


cate operations, combination policies, 
joint reinsurance, etc. 
“8. Authorize the rating bureau to 


adopt reasonable rules requiring uniform 
statistical reporting by members and 
subscribers. 

“9. Retain advisory organization prin- 
ciples of All-Industry.” 





Bruces’ Consulting Firm 


Thomas M. Bruce Associates, Iac., 
with a New York office at 161 East 
42nd Street, New York City, a multiple 
line management and consulting firm, 
has been formed following the resigna- 
tion of Mr. Bruce as president of 
Puritan Life. 

Complete management and consulting 
services will be provided to domestic and 
foreign life, fire and casualty companies, 
covering organization, finance, personnel, 
agency development and home office 
administration, with emphasis on the 
merchandizing of life insurance through 
fire-casualty agents. 


Agents’ Assn. Strongly Disapproves 
District of Columbia Rating Bill 


Strong disapproval of the rating bill 
recently introduced in the District of 
Columbia by Senator O’Mahoney was 
voiced by the executive committee of the 
National Association of Insurance Agents 
during its meeting in New York City. 

The agents’ group following the semi- 
annual meeting of the National Associa- 
tion of Insurance Commissioners here, 
reviewed the findings of the Gerber 
Sub-Committee to review fire and casu- 
alty rating laws and regulation; the 
statement made on behalf of the National 
Board of Fire Underwriters and the 
Association of Casualty and Surety Com- 
panies, and the presentation of the NAIC 
Committee on Preservation of State 
Regulation by Commissioner Donald 
Knowlton, New Hampshire. 


Not a Good Model Says Ellis 


After carefully considering all of the 
foregoing, NAIA President Porter Ellis, 
CPCU, Dallas, Texas, on behalf of the 
executive committee, said: “We are op- 
posed to statements of spokesmen for 
the O’Mahoney Committee that the bill is 
expected to be a model which other 
states are to follow in their regualtory 
laws. We firmly believe that elimination 
of ‘prior approval’ of rates and the right 
of the filer to use ‘any judgment rate’ 
he wishes, would provoke ruinous com- 
petition, lead to rate wars and be ex- 
tremely harmful to the public interest if 
these principles become a pattern for 


other states to follow. In addition, this 
bill reduces to a minimum the power of 
the Insurance Commissioner to properly 
regulate rates.” 

Mr. Ellis paid tribute to the Gerber 
Sub-Committee of NAIC for its careful 
consideration of all the factors involved 
in the complex subject. He noted that 
hearings were held in several principal 
cities over the past year, receiving 
presentations of views on rate regulation 
from companies, producers, regulatory 
authorities, rating bureaus and others. 

Mr. Ellis regarded it as significant that 
after considering a wide variety of 
opinions, the Gerber Sub- Committee, 
made up of experienced commissioners, 
issued a report which “defended” the All- 
Industry pattern of regulation. He stated 


that the only signficant variation was 
that the fire and casualty rating bills 
should be combined in recognition of 
multiperil and package policy under- 
writing. 

Mr. Ellis said that the basic pattern 


of the All-Industry bills adopted by 
NAIC in 1946, has served the public and 
the industry well. He stated that, “in the 
protection of their citizens, the respective 
states have adopted rate regulation 
which is geared to the needs of each 
state. The state laws are nct necessarily 
uniform because economic and geogra- 
phic conditions differ in each state. 
However, with few exceptions, these 
laws are based on the pattern of the 
All-Industry bills.” 


Record Underwriting 
Gains Made by AFIA 


NEW YORK ANNUAL MEETING 


Pres. Nichols Reports Steady Growth in 
Volume of Business; German 
Consul General Speaks 
A_ substantial 
writing gains of 


increase in the 
the worldwide 


unde-- 
operi- 


tions by the American Foreign Insuranc> 
Association during July 1959-June 1960 
was reported to the trustees and officials 





JAMES O. NICHOLS 
at AFIA’s 42nd annual meeting at the 
University Club in New York City. 
Under chairmanship of Kenneth E. 
Black, president of The Home, AFIA’s 
14 member companies experienced a 
steady growth in the volume of business 
written and a strengthening of opera- 
tions in many foreign countries, accord- 
ing to President James O. Nichols. 
While the overall activities resulted 
in an increase of almost 2 million dollars 
in gross premiums—from $55 million to 
$56.9 million—the underwriting gain 
nearly doubled to $3.5 million. A large 
part of this gain was produced in casu- 
alty underwriting by weeding out un- 
profitable treaty and other accounts, and 
the trimming of automobile business; by 
the newly added fidelity and _ strety 
operations and in the writting of bur- 
glary, theft and all-risk policies. The 
marine business also contributed by 
substantial growth in the cargo and hull 
account. 


Premiums written in fire insurance and 
allied lines showed an increase, but a 
decrease in the underwriting profit due 
to large fire losses in the United King- 
dom. Fortunately, AFIA was onlv lightlv 
involved in the earthquakes in Chile and 
in the areas damaged by tidal waves. 
Also reported was a profitable experience 
in the treaty reinsurance portfolio con- 
sisting presently of 311 treaties “with 
companies in 45 countries. 


Expanded Operations 


During the year, in spite of political 
and economic upheavals, AFIA enteréd 
Kuwait and Formosa with direct agéncy 
operations, opened a U. S. service branch 
office in Houston, and widened its foreign 
branch and agency network in 22 coun- 
tries in several regions. This brought the 
total number to over 750 branches and 
principal agencies in addition to several 
thousand representatives in 75 countries 
of the-free world. 

In dealing with AFIA’s activities in 
Egypt, Mr. Nichols announced that in- 
structions had been issued to close this 
operation which had been in existence 
there for more than 40 years. This is in 
conformity with an asian Governmen 
decree requiring all foreign trading com- 
nanies, including banking and insurance 
firms, to become Egyptian companies 


(Continued on Page 21) 
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Sonic Boom Hazard and Coverage 


Stressed at Commissioners’ Meet 


Sonic boom losses were major subject 
of discussion at the meeting of the Fire, 


Marine, Casualty and Surety Committee 
of the National Association of Insur- 
ance Commissioners in New York last 


week. Chairman George F. Mahoney of 
Maine reported that he had received 
communications from several insurance 
organizations giving their views on this 
problem and the matter of insurance 
coverage. 

At the hearing it was emphasized by 
several speakers that coverage against 
sonic boom damage is available to all 
home owners, from those with the 
smallest dwellings on up. All private 
dwellings can be insured against this 
risk under various existing coverages, 
although the risk is not insured under 
the basic Extended Coverage endorse- 
ment to straight fire policies. 

Extracts from statements submitted to 
the committee follow: 


National Association of Insurance 
Brokers 


“Because of the varying interpretations 
of the terms of Extended Coverage 
Endorsement, Forms 3 and 4, claims 
presented through members of this as- 
sociation have been treated in different 
ways—some accepted, others refused, 
where damage and the cause thereof 
was not questioned. 

“We are aware that loss or damage 
caused by sonic boom presently results 
from operation of government (Armed 
Forces) aircraft, or aircraft on test for 
the government, only, at this time. We 
are also aware that coverage is provided 
under many contracts, both personal and 
commercial. 

“However, a tremendous volume of 
both personal and commercial property 
is insured under policies containing 
Extended Coverage Endorsements, and 
these policyholders, large and small, are 
entitled to clé irification of their coverage. 

“It is our understanding that loss or 
damage occurs only under certain cir- 
cumstances, that certain precautions to 
avoid these circumstances have been 
taken, and that serious (i.e. structural) 
damage seldom if ever occurs. Such be- 
ing the case, we see no reason why a 
liberal interpretation of the present 
extended coverage provisions should not 
be made, and the coverage provided, 
without charge, at least for the present. 

“While the Armed Forces are currently 
the sole operators or procurers of air- 


craft capable of breaking the sound 
barrier, they will not continue to be in 
the relatively near culate. Meanwhile, 


and for the future, we believe that this 
large group of siethalibers are entitled 
to clarification, and, if they desire it, 
the coverage, under the forms presently 
in use, by simple amendment to the 
explosion, or, better, aircraft provisions 
of the Extended Coverage Endorsem:nt, 
Forms 3 and 4.” 


National Assn. of Casualty and 
Surety Agents 


“The National Association of Casualty 
and Surety Agents feel very definitely 
that the question of sonic boom coverage 
as it relates to present policies and/or 
endorsements should be clarified and that 
immediate steps should be taken so that 
sonic boom coverage will be available at 
a price but subject to a mandatory 
deductible for all classes of business— 
fire, inijand marine and physical damage 
automobile.” 


Inter-Regional Insurance Conference 


“First, as to the demand, if any, from 
the public for insurance to cover damage 
resulting from sonic boom, to our knowl- 
edge there is at this time but little 
demand bv the general public for such 
coverage. We understand, however, that 


locally questions have arisen in the 
vicinity of and immediately following 
incidents. Also, representatives of pro- 


ducers’ organizations and others have 
inquired as to availability of recom- 
mended coverages including loss result- 


ing from sonic boom. 

“As to the present availability of in- 
surance coverage for losses resulting 
from sonic boom in the important dwell- 
ing property field, Inter-Regional has 
recommended a named peril Dwelling 
Building(s) and Contents Broad Form 
which includes coverage of loss by sonic 
boom under the named peril of aircraft. 

Also, an all risk Dwelling Building(s) 
Special Form has been rec mene for 
adoption nationwide which does not ex- 
clude sonic boom loss. These two recom- 
mended dwelling forms have been gen- 
erally available to the public for some 
years in substantially all states. 

“Further, and of increasing importance 
with the dwelling property class, the 
recommended Homeowners Policy covers 
or does not exclude sonic boom loss, 
depending upon whether Form 2, 3, 4 
or 5 is attached to the policy. These 
forms designed for use with the Home- 
owners Policy conform generally as to 
the fire and allied lines perils with either 
the Dwelling Building(s) and Contents 
Broad Form or the Dwelling Building(s) 
Special Form as described. It is only with 
limited Form 1 attached to the Home- 
owners Policy, which is akin to conven- 
tional fire and extended coverage, that 
loss by sonic boom is not included. 

“Outside of the dwelling property field 
loss by sonic boom is included in the 
Commercial Property Coverage Program 
as recommended nationwide by Inter- 


Regional, and is also included in the 
recommended Office Contents Special 
Form. The recommended _ Industrial 


Property Policy likewise includes sonic 
boom coverage in certain aspects of this 
program. 


New All Risk Special EC Form 


“I further explained that Inter-Re- 
gional is now considering the develop- 
ment of an all risk Special Extended 
Coverage Endorsement which will prob- 
ably not exclude loss by sonic boom. 
Tentatively it is c.ntemplated that this 
new product, when. as and if recom- 
mended to fire rating bureaus nation- 
wide for adoption, will be available for 
the coverage of cummercial (i.e., mer- 
cantile and non-manufacturing, public 
and institutional) buildings and_ build- 
ing improvements and betterments, 

“It is only in the case of the basic 
Extended Coverage Endorsement, recom- 
mended a number of years ago and 
generally effective in substantially all 
states, that sonic boom loss is excluded. 
Thus, loss by the peril of aircraft con- 
tained therein contemplates only loss re- 
sulting from actual physical contact of 
an aircraft with the property covered, 
plus direct loss by objects falling from 
an aircraft. Furthermore, even though 
sonic boom has never been considered 
an explosion within the general under- 
standing of that term (this was con- 
firmed by the representative of the 
Department of the Air Force present at 
the October 12 meeting). in the interes: 
of clarification for the benefit of the 
insuring public the recommended Ex- 
tended Coverage Endorsement includes 
the following provision applicable to the 
peril of Explosion: 

“The following are not explosions 
within the intent or meaning of these 
provisions: . . . Concussion unless caused 
by explosion, 

“This provision was intended to be 
applicable in the event of such an in- 
cident as sonic boom. I also stated that 
in a desire to make this point even 
clearer to the insuring public an editorial 
revision of the Extended Coverage En- 
dorsement currently under consideration 
by Inter-Regional for recommendation 
nationwide contemplates replacing the 
foregoing Explosion exclusion with the 
following: Shock waves caused by air- 
craft, generally known as sonic ‘boom. 


“It is clear that, through the medium 
of recommendations by Inter-Regional 
to fire rating bureaus nationwide, cover- 
age of loss by sonic boom is available 
to the public in the important dwelling 
property category; also, it is either now 
available or under current consideration 
by the industry for substantially all of 
the commercial and institutional prop- 
erty classes.” 


Western Actuarial Bureau 


“At the suggestion of Commissioner 
Hart, I am summarizing the principal 
comments which were offered at the 
meeting of the Fire, Marine, Casualty 
and Surety Committee of the National 
Association of Insurance Commissioners 
held in Chicago last Wednesday. 

“With reference to the dwelling class, 
coverage against sonic boom is included 
in the er= Homeowners Forms 
(Forms 2, 3, 4 and 5) as available to the 
public in the midwestern states. This is 
the principal form of dwelling coverage 
and is increasing in volume each year. 

“Questions were raised at the Chicago 
hearing as to sonic boom coverage for 
dwellings which were ineligible to Home- 
owners coverages or for those insureds 


who did not choose to purchase the 
liability, theft, etc. coverages included 
in the Homeowners package. Sonic 


boom coverage is included in the Dwell- 
ing Broad Form No. 49D and Dwelling 


Form No. 49S policies as _ available 
generally in the midwestern states. As 


pointed out the Dwelling Broad Form 
policy is subject simply to the general 
minimum premium of $15 (or in some 
states, to the former $10 minimum). 


Not Covered by E. C. Endorsement 

“As for the Extended Coverage Endorse- 
ment, it has never been the intent to 
pick up sonic boom losses under this 
endorsement. There has at times been 
some confusion on this point as touched 
upon in the Oklahoma City Air Show 
incident. This misunderstanding has since 
been cleared up so that the Extended 
Coverage Endorsement in the midwest- 
ern states covers only “actual physical 
contact of an aircraft” or “direct loss 
by objects falling therefrom” and covers 
explosions losses but not including “con- 
cussion unless caused by _ explosion.” 
Based upon current forms, there should 
be no misunderstanding as to the intent, 
which is to continue to exclude sonic 
boom losses. 

“With reference to the commercial 
classes, sonic boom coverage is not gen- 
erally available under a fire policy, 
although such coverage may be provided 
for contents under the Commercial 
Property Policy or the Industrial Policy. 
However, the industry is definitely work- 
ing on a broad coverage endorsement to 
pick up a number of perils beyond the 
Extended Coverages Endorsement and 
the new endorsement will definitely 
include sonic boom. It appears to us that 
this new endorsement, as soon as it can 
be made available, will fill the need 
which was discussed at last Wednesday’s 
meeting. 

“In my opinion, coverage is satisfac- 
torily available to the dwelling class, 
which is the most important class, and 
is purchased in substantial amounts. The 
solution is in sight for the commercial 
class and I believe that these discussions 
have contributed towards that solution.” 


Transportation Insurance Rating 


Bureau 
_“It is our observation that there is 
little, if any, demand from the public 


for insurance to cover damage as a result 
of sonic boom except in the immediate 
vicinity of such an occurrence and im- 
mediately following such an occurrence. 
We have observed no general demand on 
the part of the public for such coverage. 

“We make no comment concerning 
the advisability of a specific exclusion 
of such coverage in view of the follow- 
ing: 

“Our comment as to the availability at 
present of insurance coverage for losses 
resulting from sonic boom is that such 
coverage is present or is available in 
the forms for which the Transportation 
Insurance Rating Bureau makes filings. 

The Personal Property Floater is a 


Floyd Patterson and 
Kyle Rote Speak Dec. 14 


Floyd Patterson, world’s heavyweight 
boxing champion; Kyle Rote, co-captain 
of the New York Football Giants, and 
Bill Tackman, director of sports promo- 
tion, New York City Department of 
Commerce and Public Events, will be 
feature speakers at the dinner- -meeting 
of New York City Pond of Blue Goose 
Wednesday, December 14, at the Drug 
& Chemical Club, 85 John St., New York 
City. A reception is scheduled for 5:30 
p.m., with dinner at 7 o'clock. Most 
Loyal Gander J. J. McGovern expects a 
capacity attendance at this special sports 
affair. 





broad coverage of the all risks type for 
personal property of individuals and 
families. This provides coverage against 
loss from sonic boom. 

“The Transportation Insurance Rating 
Bureau also files a Householders Protec- 
tive Floater which provides a more 
restrictive coverage than the Personal 
Property Floater but at a lower rate. 
However, this policy insures against 
direct loss caused by aircraft. Sonic boom 
is loss caused by aircraft, so that this 
policy also is available to policyholders 
desiring coverage against loss from sonic 
boom to personal property, 

“A large proportion of insurance on 
residential property is now provided by 
the Homeowners policies. It is partic- 
ularly important, therefore, to examine 
the coverage of the Homeowners policies. 
The most restrictive of the policies is 
Homeowners Form No. 1, and this does 
not cover loss from sonic boom. Direct 
physical contact of aircraft with the 
property is required if a loss is to be 
covered. However, all the other Home- 
owners policies do cover loss from sonic 
boom either by covering direct physical 
loss from aircraft or as part of an 
all risks type of coverage. 

“In view of the fact that residential 
policyholders now have available to them 
coverage against loss from sonic boom 
as part of regularly sold policies, and at 
reasonable rates as a part of such cover- 
ages, it is our position that sonic boom 
coverage is available for general pur- 
chase, and that no consideration of any 
change is needed as far as residential 
property is concerned. 

“We make no comment concerning 
plans of the industry to make sonic 
boom coverage available for general 
purchase. As pointed out in our com- 
ments it is generally available on resi- 
dential property of all kinds and is 
available on mercantile and_ industrial 
contents. We make no comment regard- 
ing industry plans for any extensions of 
the coverage inasmuch as the Transpor- 
tation Insurance Rating Bureau does not 
make filings of insurance for mercantile 
or industrial buildings. 

“We can see no need for any govern- 
ment-sponsored insurance for loss from 
sonic boom as far as residential property, 
or mercantile or industrial contents are 
concerned. Insurance against sonic boom 
for this type of property is generally 
available from insurance companies, and 
there would appear to be no need for 
any government-sponsored program of 
insurance for such property.” 


Associated Factory Mutual Fire 


“It is the position of the Factory 
Mutuals that sonic boom is a peril to 
which all of the property insured by the 
Factory Mutuals is equally exposed and 
for which protection should be afforded 
under our contracts. Our engineers are 
continuinig their study of this pheno- 
mena and we are very interested in any 
occurrences which cause loss, w hether 
we provide the insurance or not. If, with 
further experience, we find that the 
coverage we are now providing does not 
fit the needs of our policy-holders we 


will not hesitate to change it. At the 
moment, there is no demand that we 
provide coverage on a broader scale than 


that afforded under our contracts and all 
Factory Mutual policyholders know 
exactly where they stand with respect 
to sonic boom losses.” 
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New York Federation 
Re-elects its Officers 


ANNUAL LUNCH AT WALDORF 


Speaker Carlino of New York Assembly 
Commends Federation; Discusses 
Legislation, Regulation 








Officers of the Insurance Federation of 
New York, Inc., were re-elected at the 
annual business meeting November 30 
preceding the luncheon in the grand ball 
room of the Waldorf-Astoria attended 
by more than 1,500 persons, a record 
figure. President is Ashby E. Bladen, 
vice president, Aetna; chairman of exec- 
utive committee, Edward W. McAndrews, 
partner, Hall & Henshaw; vice chair- 
man, executive committee, Albert E. 
Mezey, vice president of Home; first vice 
president, Clarence A. Borst, United 
States Casualty; vice presidents, Alexan- 
der Heid, Jr., and John Langhorne. 
These are all from New York City. 
Re-elected treasurer is Charles Flay, 
Jr, Albany, N. Y.; assistant treasurer, 
Melvin A. Holmes, New York City; 
executive secretary, Valmore H. Forcier, 
New York City, and assistant secretary, 
William Keller, Jr., New York City. 
Regional vice presidents of the Federa- 
tion were elected as follows: H. Lewis 
Kolodny, Monticello; Matthew D. Lam- 
pell, Poughkeepsie ; Sidney Mane, Sid- 
ney; E. Leo Spain, Glens Falls, and 
Victor T. Ehre, Buffalo. The first’ four 
are local agents and Mr. Ehre president 
of the Buffalo Insurance Co. 


Carlino Chief Speaker 


Principal speaker at the luncheon was 
Joseph F. Carlino, Speaker of the New 
York State Assembly at Albany and one 


State. John C. Weghorn, 
agent, was chairman of 
luncheon committee with Mr. Mezey vice 
chairman. Others who spoke at the 
Waldorf included Insurance Superintend- 
ent Thomas Thacher, Mr. McAndrews 
and Mr. Bladen. In a talk which evoked 
frequent applause Mr. Carlino told the 
insurance men and women: 


New York 
the successful 


Carlino Commends Federation 


“You are to be congratulated for hav- 
ing organized this Insurance Federation 
of New York. It too brings to mind a state- 
ment in the report of the President’s Com- 
mission on National Goals that ‘private in- 
terest groups exemplify the rights of as- 
sembly and petition. Thus, the functioning 
of pressure groups of many kinds has be- 
come a part of our democratic process.’ 

“Your Federation is to be commended 
on its objective of providing the legisla- 
ture of our state with the views of insur- 
ance men on legislation affecting their 
business and with constructive sugges- 
tions as to how the insurance industry 
tan best serve the people of New York 
State. 

“We are in fundamental agreement 
that government regulation should be 
minimal, that the interests of the com- 
monwealth are best served when the 
goods and services required by society 
possible through private enterprise within 
are provided to as great an extent as 
‘truly competitive system. Absent the 
built-in limitations of genuine compe- 
tition, it is incumbent upon government 
to step in and take a hand. ; 
“Any industry which has substantial 
mpact upon the public and in which 
there exists an inherent imbalance be- 
ween the individual consumer and the 
birveyor of the industry’s services will 
tnd to fall within the compass of gov- 
‘iment regulation. Insurance is such 
a1 industry. And it is to the credit of 
the leaders of the Insurance Federation 
hat they recognize this reality by sup- 
porting legislation which they. consider 
0 be in the interest of the insuring 
wnblic, 

“This wholesome approach underlies 
what I believe is the prevailing attitude 
t those of us in the legislature who 
lieve that as far as the people who 
make up the insurance industry and 





of the leading legislators in the Empire_ 


state government are concerned, we have 
far more in common than in conflict. 


Extent of Regulation 


“Today insurance legislation on the 
books extends to rate regulation; limits 
on company expenses; licensing and 
regulation of agents, brokers and ad- 
justers; approval of policy forms and 
regulation of complaint service. 

“In much the same way government 
regulation has touched other vital areas 
of our economy. Banking, public utilities, 
public carriers, food packing and hand- 
ling ... all have become subject in vary- 
ing degrees to governmental regulation. 


Why? First, because all of them like 
insurance, are by their very nature 
fraught with public responsibility. Sec- 
ond, because at some point in history a 
few of those involved in those industries 
misinterpreted private enterprise as 
private license to conduct their business 
affairs unmindful of public responsibility. 

“It seems to me that one of the truly 
significant developments of this century 
has been the growing awareness on the 
part of business that an essential ingre- 
dient of private enterprise is a sense 
of public responsibility. This has been an 
empirical growth for the evidence has 
been overwhelming that where private 


enterprise has vacated this responsibility 
to the public, private enterprise has been 
regulated or has been replaced by public 
operations,” Mr. Carlino said. 

“An area of concern to your Federa- 
tion has been the development of various 
government insurance services. I do not 
think our interests are. in conflict. First, 
it seems to me, we should be able to 
agree on a reasonable rule of thumb, that 
‘where there is sufficient public demand 
for a service and where private enter- 
prise is unable or unwilling to meet this 
demand, government will provide it.’ 

“The only state monopoly form of in- 

(Continued on Page 22) 
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Member Companies 


THE CONTINENTAL INSURANCE COMPANY 
FIREMEN’S INSURANCE COMPANY OF NEWARK, NEW JERSEY 
FIDELITY-PHENIX INSURANCE COMPANY 
NIAGARA FIRE INSURANCE COMPANY 
| THE FIDELITY AND CASUALTY COMPANY OF NEW YORK 
| NATIONAL-BEN FRANKLIN INSURANCE COMPANY OF PITTSBURGH, PA. 
MILWAUKEE INSURANCE COMPANY OF MILWAUKEE, WIS. 
| COMMERCIAL INSURANCE COMPANY OF NEWARK, N. J. 
| THE YORKSHIRE INSURANCE COMPANY OF NEW YORK 

SEABOARD FIRE & MARINE INSURANCE COMPANY 
NIAGARA INSURANCE COMPANY (BERMUDA) LIMITED 


| ROYAL GENERAL INSURANCE COMPANY OF CANADA 


*K 


trength « Nervice # Dependability 








1853 


1855 


1874 


1850 | 


1875 


1865 


1852 


1909 


1925 


1929 


1959 


1905 
































Page 20 








December 9, 1960 











Greater N. Y. Brokers Back Bill to 
Give More Cover for Assigned Risks 


Legislation which would require in- 
surance companie Ss writing automobile 
coverages in New York State to pro- 


vide upon request higher liability limits 
for motorists in the Assigned Risk Plan 
will be sponsored by the Greater New 
York Insurance Brokers’ Association, 
in the 1961 legislative session. 

The proposed legislation, the brokers’ 
association contends, would help to ease 
the discontent caused by cancellations, 


declinations and refusals to renew auto 
liability coverages. 
Under the measure, disclosed by Her- 


bert J. Pohs, chairman of the legislative 
committee of the brokers’ association, 
minimum liability insurance limits avail- 
able for assigned auto risks would be: 


New Higher Limits 


1. $25,000 for injury or 
person in one accident. 

2. $50,000 for injury or death to more 
than one person in one accident. 

3. $5,000 for damage to property in one 
accident. 

The proposed legislation would also 
permit assigned risks to purchase the 
broad form family coverage or the unin- 
sured motorists endorsement and $1,000 
medical payments coverage. Currently, 
motorists in the New York Automobile 
Assigned Risk Plan are getting no more 
than basic automobile liability protec- 
tection and standard policy limits of 
$10,000/$20,000 and $5,000. 

Mr. Pohs said the association will ag- 
gressively lobby for the measure in the 
1961 legislature and will enlist the sup- 
port and cooperation of chambers of 
commerce, trade unions, bar associations 
and other business groups of the state. 

Mr. Pohs indicated the Greater New 


death to one 


Insurance Service Assn. 
Names Officers for 1961 


At the annual meeting of the 
ance Service Association of America, 
held at Toronto, Ontario, Canada, the 
following were elected officers for 1961: 

President: J. E. Cay, Jr., Palmer & 
Cay, Inc., Savannah, Ga. 

Vice president: David S. 
C. Paull, Inc., Wheeling, W. Va. 

Secretary: Charles C. Counselman, Jr., 
Riggs-Warfield-Roloson. Inc., Baltimore. 

Treasurer: Francis J]. Ryan, Despard & 
Co., Inc., New York City. 

Board members include the four of- 
ficers and the following: Donald B 
Davidson, Robert N. Bowen & Asso- 
ciates, Inc., Indianapolis; Harry Hollister, 
Jewett, Barton, Leavy and Kern, Port- 
land, Ore.; Jack B. John, W. F. Ryan 
Corporation, Cleveland. 

Also Benton S. Mackid, Mackid Agen- 
cies Limited, Calgary, Alberta, Canada; 
Sam Rowland, Rector, Means and Row- 
land, Little Rock. Ark.: Arthur J. 
Weaver, Weaver-Minier Company Ltd., 
Lincoln, Nebr. 

The Insurance Service Association has 
48 members in key cities throughout the 
United States, Canada, Mexico and 
Puerto Rico, which were formed to- 
gether as an association fo meet the 
challenge of servicing national and multi- 
State accounts. 


Insur- 


Butler, Lee 





HERBERT J. 


POHS 


York Insurance Brokers’ Association 
would not endorse the proposal offered 
by member companies of the National 


Bureau of Casualty Underwriters and 
the Mutual Insurance Rating Bureau, 
which contains a restriction against can- 
cellation of automobile liability policies, 
after the first 60 days, during the life 
of the contract. 

“The one-year so-called non-cancell- 
able policy,” he said, “is in reality a ten 
month non-cancellable policy.” He called 
the proposal inadequate and charged that 
it would not solve the problem of can- 
cellations, declinations and non-renewals. 

This NBCU and MIRB proposal was 
outlined by H. Clay Johnson at a recent 
hearing here of the New York Joint 
Legislative Committee on Insurance 
Rates and Regulation. 

Mr. Pohs said: “More than 60% of the 
risks in the Assigned Risk Plan are pay- 
ing no more for their insurance than 
they would in a voluntary company. Cer- 
tainly these risks should be entitled to 
a broader policy with higher limits.” 

Mr. Pohs said it appears that most of 
the state’s assigned risk business is from 
Greater New York and and the com- 
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Greater N. Y. Brokers’ 
Annual Meeting Dec. 13 


The Greater New York Insurance Bro- 
kers’ Association, Inc., will hold its an- 
nual membership meeting at the Sher- 
aton-Atlantic Hotel, Broadway and 34th 
Street, on Tuesday, December 13, Morti- 
mer L. Nathanson, chairman of the as- 
sociation’s board of directors, has an- 
nounced. The business sessions. will 
start promptly at 7 P. M. The associa- 
tion is an organization of nearly 2,000 
brokers established to protect the rights 
of insurance brokers. 

Features of the meeting will be the in- 
stallation of new officers—elected at the 
November meeting of the board of di- 
rectors—and the election by the general 
membership of eight new directors. 

Julius S. Wikler, former Superintend- 
ent of Insurance of New York and cur- 
rently special counsel to the New York 
Joint Legislative Committee on Rates 
and Regulation, will officiate at the in- 
stallation ceremonies. He will install 
Robert J. Kornstein as president. 

Other officers to be inducted are David 
D. Greif, Samuel Dimson and Walter 
Grasheim, vice presidents; Maurice Loe- 
bel, treasurer; and Marshall Rubenstein, 
recording secretary. 

Another highlight of the meeting will 
be a discussion by a panel of members 
of the association’s board of directors of 
current topics affecting brokers in the 
greater New York area. Among topics 
of discussion are: “Protecting the Bro- 
kers’ Inc some,” “The Automobile Market 
Dilemma,” “Complaints Against Allstate 
Advertising” and “Replacing Accident 
and Health Insurance Accounts.” 





LA. INSURANCE ASSN. ELECTS 

Arthur E. Triemer, Fireman’s Fund, 
was elected president of Capital Stock 
Insurance Association of Louisiana at the 
15th annual meeting in New Orleans. 
Other officers elected include Parker A. 
Wiggins, Springfield, vice president, and 
William H. Kirchem, Marquette Cas- 
ualtv, secretary-treasurer. 

Elected to the executive committee 
were: J. Roy Pfister, chairman, C. W. 
Blackstock, John J. Gidiere, Melvin 
Jones, Thomas Kearns, John Lawson, 
Jack Lygate, Elmo Rodrigue and Ben 
Toledano, all are of New Orleans. 





panies’ attitude towards this business 
“ultimately is going to build up such a 
monster, that it will be almost impossible 
to get a fair-minded jury. 
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See or Call Al Dittmann, V. P. 


DITTMANN-WHITE Life Associates, Inc. 


GENERAL AGENTS 
Affiliated with David C. White Agency, Inc. 


WOrth 4-7400 
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Named President of 
Fred S. James & Co. 





ARTHUR M. 


JENS, JR. 


Arthur M. Jens, Jr. has been named 
president of Fred. S. James & Co, 
Chicago, nationwide insurance brokerage 
and consulting firm. It has regional of- 
fices in principal cities throughout the 
country. 


Mr. Jens, who has been executive vice 
president since October, 1959, will suc- 
ceed F. S. Dauwalter who is retiring. 
Mr. Jens will assume his new post on 
January 1. George W. Blossom, Jr., will 
continue as chairman. 

Mr. Jens joined Fred. James & Co. 
in 1947 after serving to a number of 
years in Trans World Airlines as secre- 
tary and assistant treasurer. Mr. Jens 
became a James vice president and 
partner in 1957, the position held by his 
father who was also associated with the 
firm for many years prior to his retire- 
ment in 1944. 


Prior to joining TWA, Mr. Jens was 


a casualty underwriter and_ casualty- 
surety claims adjuster with Seaboard 
Surety, Royal-Globe Group and Con- 


tinental Casualty in Chicago. 

Mr. Jens, an attorney, had an outstand- 
ing sports career at Northwestern Uni- 
versity. More recently he was selected 
by Sports Illustrated magazine as one of 
its “Men of Achievement”—senior letter- 
men of 25 years ago who were cited for 
outstanding careers and community serv- 
ice records in the intervening years. He 
is a member of the President’s Advisory 
Council for Athletics, Northwestern Unt- 
versity, and formerly served as president 
of the Chicago Alumni group. 





CPCU MEETING IN N. Y. 


Lawrence E. Stern, Deputy Commis- 
sioner of Department of Banking and 
Insurance of the State of New Jersey. 
was guest speaker at the December 6 
meeting of the: New York Chapter, 
Society of GPCU. His talk dealt with 


surplus line operations and legislation, 
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New Mexico Insurance 


Speakers Bureau Formed 
Formation of the New Mexico Insur- 
ance Speakers Bureau, under the joint 
sponsorship of the Insurance Informa- 


tion Institute, New Mexico Capital 
Stock Insurance Association and the 
New Mexico Insurors, Inc., was com- 


pleted when a special Speakers Seminar 
was held at the University of New Mex- 
ico last week. 

Established to provide the free services 


of qualified men to discuss insurance 
subjects before trade associations, 
schools, civic and service clubs, the 


Speakers Bureau is a fundamental part 
of the industry’s public relations pro- 
gram. Speech topics include diverse sub- 
jects as activities of professional fraud- 
ulent cliamants, unrealistic jury awards, 
fire prevention, 


information and 


aspects in the 


rating 
the economic 
industry. 


insurance 





Bakers Mutual Leases 
Floor at 75 Maiden Lane 


Bakers Mutual has leased the entire 
s e 
twelfth floor and part of the penthouse 
at 75 Maiden Lane in the heart of the 
New York insurance district. The com- 
pany is centralizing its activity in the 
insurance district in conjunction with its 
general expansion and entrance into the 
fire insurance field in January, 1961. The 
company, which has specialized in the 
food trade, has been in business for over 
47 years. f 

This space was made available by the 
Norwich Union as the result of the re- 
location of headquarters to Hartford, 
They will continue to maintain their 
metropolitan executive office on the 11th 
Floor of 75 Maiden Lane. 

The lease was negotiated by Harold 
E. Fitzpatrick Co., broker and Cruik- 
shank Co., sublease agent for the Norwich 
Union. 





McLaughlin, NBFU, Dies 


Edwin W. McLaughlin, World War I 
hero and retired special agent in the 
arson department of the National Board 
of Fire Underwriters, died December 1 
at his home in Cold Spring Harbor, N.Y. 
He was an arson investigator for the 
NBFU for more than 30 years. He retired 
on October 1 at age 64. 

During World War I, Mr, McLaughlin 
served with the U. S. infantry and was 
awarded the Distinguished Service Cross, 
the French Croix de Guerre with Palm 
and the British Military Medal for out- 
Standing service in combat. He repre- 
sented the National Board in the Wilkes- 
Barre-Scranton area in Pennsylvania for 
25 years. He was transferred to the 
Nassau County, N. Y. area in 1954 and 
served there until his retirement. 





Public Adjusters Meet 


The semi-annual meeting of the board 
of directors and officers of the National 
Association of Public Insurance Adjusters 
was held at the Hotel New Yorker, 
New York City, President of the asso- 
ciation, George F. Sigler of Passaic, N.J., 
presided. 

_Many subjects of interest to the asso- 
ciation including governmental legislation 
of state and national concern were 
discussed, as well as a drive for 100% 
of all eligible and qualified public insur- 
ance adjusters to become members of 
the association. This includes Canada as 
well as the United States. William Good- 
man of Baltimore, honorary past pres- 
ident, and George Gordon of Boston, 
spoke on the importance of a strong 
association in order that public insurance 
adjusters can have unified action when 
Needed. 


Pacific Employers Net 


Earnings Show Increase 

Net earnings of Pacific Employers In- 
surance Co., Los Angeles, after provision 
for Federal income taxes and policyhold- 
ers dividends, for the nine-month period 
ending September 30, amounted to $469,- 
876, equal to $1.24 per share on the 380,- 
000 shares of stock outstanding. Presi- 
dent John T. Gurash said the 1960 earn- 
ings compare with 1959 figures of $356,- 
540 and $.94. 

Net premiums written by the group, 
which includes Pacific Emnlovers  Al- 
lied Compensation Insurance Co., Merit- 
plan Insurance Co., California Union 
and California Food Industry Insurance 
Co., reached a record of $25,611,436 com- 
pared with $22,678,918 in the same period 
a year ago. Combined admitted assets 
amounted to a new high of $44,488,374, 
compared with $41,726,328 on September 
30, 1959, 

Net investment earnings, according to 
Mr. Gurash, amounted to $710,045 in 
1960, c: mpared to $726,233 in 1959, while 
Federal income taxes incurred increased 
from $380,166 in 1959 to $418,304 this year. 
The decline in investment income for 
pl as compared with 1959 was due to 

gain on sale of investments in 1959 which 
did not recur in 1960. 





Catherine Goss 40 Years 
With Syracuse Agency 


Catherine M. Goss, assistant treasurer 
of The Young Agency, Inc. of Syracuse, 
N. Y., observed her 40th anniversary with 
the agency on December 1. At a get- 
together of the office, she was presented 
with a diamond wristwatch by Carl A. 
Young, president, and Albert E. Young, 
secretary-treasurer of the agency, as well 
roses from the staff and many other 
gifts and messages. 

The late George Young father of the 
present owners and founder of the 
agency in 1905, hired Miss Goss right 
from school and she was the only em- 
ploye at that time. The office now has 
a total of 18 employes, Miss Goss is ac- 
tive in the Syracuse Insurance Women’s 
Association and a member of the New 
York Federation of Insurance Womens’ 
Club. 





LOUISVILLE MEETING JAN. 11 

The Louisville, Ky., Board of Insurance 
Agents, will celebrate its 107th annual 
meeting on January 11, with a luncheon 
at the Kentucky Hotel. Robert L. Wyatt 
will be retiring after two years as pres- 
ident. James W. Harris, the vice pres- 
ident is expected to become president. 
R. W. (Red) Barnes, secretary-treasurer, 
is completing nine years with the organi- 
zation, 








INA Sponsors Xmas Eve 
“Sing With Bing” Show 

For the 6th consecutive year the In- 
surance Company of North America will 
sponsor the award-winning Christmas 
Eve “Sing With Bing” CBS radio spec- 
tacular. INA’s sponsorship of the pro- 
gram is, in on President John A. 
Diemand’s words, “INA’s way of send- 
ing Christmas greetings.” 

Starring in the fast-paced 45 minute 
special are Bing Crosby, his wife, the 
former Kathryn Grant, and their neigh- 
bors in private life, Jose Ferrer and wife, 
Rosemary Clooney. Musical support will 
be provided by the Paul Weston Orches- 
tra and the Norman Luboff Choir. 

An innovation in this year’s show will 
be an interlude in which Jose Ferrer, 
making his first “Sing With Bing” ap- 
pearance, will read a well-known Christ- 
mas story. Musically, there will be a 
special “family style” performance of 
“The Twelve Days of Christmas” with 
solos by each of the Crosbys and Ferrers. 

The program, aired at a time when 
families are tree trimming, will reach a 
world-wide audience that includes listen- 
ers in more than 1,500,000 homes in the 
United States alone. Additionally, the 
broadcast will be carried to millions of 
listeners throughout the world by the 
Canadian Broadcasting Co., the Voice of 
America, and the Armed Forces Radio 
Service. 


GAB Promotes Refoy, 


Boehner, Fram at Chicago 
Three of the Chicago departmental 
staff of General Adjustment Bureau have 
received promotions. Gordon T. Refoy, 
executive manager, has been appointed 
assistant general manager in charge of 
the fire division at the Southwestern 
departmental office, Dallas, Texas. Mr. 
Refoy started with "Western Adjustment 
in 1939 and served as general adjuster 
in Chicago before being appointed exec- 
utive manager. 

John F. Boehner has been appointed 
assistant general manager of the West- 
ern department. Mr. Boehner joined 
Western Adjustment in 1936 and served 
as an adjuster in Indiana and Missouri, 
general adjuster at Minneapolis, and in 
the Chicago metropolitan area. He was 
appointed Cook County manager in 1950 
and regional manager in 1952 for the 
Chicago metropolitan area. He has re- 
cently been executive manager and will 
continue his supervisory responsibilities. 

George N. Fram has been named man- 
ager of the personnel division, Western 
department. Mr. Fram joined Western 
Adjustment in 1953 and served as man- 
ager at Wood River, Ill. before his as- 
signment to the departmental office 
earlier this year. 
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AFIA Report 


(Continued from Page 17) 


within a specified date or discontinue 
operations. 

He further noted that there has been a 
significant market trend for some of the 
larger American overseas accounts to be 
placed with underwriters abroad rather 
than in this market. Conditions indicate 
a continuation of nationalistic trends in 
some countries and which are harmful 
to admitted foreign insurers. 

In conclusion, the AFIA president 
commented on the international situation 
in trade, investments and insurance by 
stressing that American companies have 
made investments of 30 billion dollars in 
foreign countries in the hope that their 
entry would be respected and the prin- 
ciple of contract would be upheld. 


Seek Underwriting Profit 


In reply to comments from insurance 
circles abroad that American insurance 
companies are primarily interested in an 
investment return, Mr. Nichols said that 
wherever he went he emphasized that 
“AFTA’s foremost concern is an under- 
writing profit and its efforts will continue 
in this direction. 

“As Americans, we believe in the free 
enterprise system under which we have 
lived and prospered. We further believe 
that it offers to the peoples of other 
nations the same benefits we enjoy. It 
is good to know that we have strong 
allies whose strength and spiritual force, 
when linked with our own, will enable 
us together to offer to the peoples of the 
newly-emerged countries of Africa and 
to friendly peoples of other lands aid 
and assistance for a more abundant life.” 


In a dinner address to meeting, Dr. 
Georg A. Federer, German Consul Gen- 
eral in New York, stated that there will 
be no crisis over Berlin if the United 
States continued to be sternly determined 
to defend this “frontier post”. 

The German diplomat said: “We must 
all brace ourselves for a new crisis in 
Berlin, likely to develop in the spring”. 
The Berlin problem, he added, will be 
“one of the foremost trouble spots for 
your new President”. 

Dr. Federer also touched briefly upon 
the recent mission of Secretary of the 
Treasury Robert Anderson to Bonn and 
said: “We have not forgotten that we 
owe much of our economic rebirth to 
generous United States aid after the war, 
to the unheard of private aid by your 
citizens, to the aid from your govern- 
ment and—which was of primary im- 
portance—to the policy of reconstruction 
and rehabilitation”. 
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Agents to Select “Man With the Plan” 


Frank J. Carey, chief executive of the 
Employers’ Group of Insurance Com- 
panies at Boston, has announced appoint- 
ment of five prominent independent 
agents as members of the selection com- 
mittee for the “Man with the Plan” pro- 
gram for 1960. Nomination of agents 
who are to be considered for this dis- 
tinction are currently being received from 
all sections of the United States Judging 





INA Homeowners “Party” 


Celebrated on TV 

INA’s 1l-week $300,000 “Happy Birth- 
day” Homeowners celebration concluded 
on December 5 with a long and unusual 
commercial. A man-killing foot race 
against a fire truck, a freight train, 12 
midget racing cars, and an airplane— 
complete with parachutists were special 
features of the two-part, four-minute 
participation on the December 5 “today” 
show. 

The presentation was designed to call 
attention to the 10th anniversary of 
North America’s Homeowners Policy. 

Aided by an enormous birthday cake 
and specially prepared film clips on rear 
projection, Dave Garroway narrated and 
demonstrated the adventures of a home- 
owner who suddenly realizes that 10 
years have gone by without his availing 
himself of a Homeowners Policy. As a 
result, he sets forth to find his INA 
agent and purchase a Homeowners 
Policy—engaging in a race with the fire 
truck, racing cars, airplane, etc. 


Stanley H. Carpen Retires 


After more than 47 years in the insur- 
ance field, Stanley H. Carpen has re- 
tired as vice president and secretary of 
Metropolitan Fire Assurance of Hart- 
ford, a reinsurance firm. Mr. Carpen 
entered insurance in 1913 with the Hart- 
ford Fire. He joined Metropolitan Fire 
and its associated company, Northeast- 
ern of Hartford, in 1917. He was elected 
secretary and treasurer in 1939 and vice 
president and secretary in 1946, 

He will continue as a director of Met- 
ropolitan Fire and as first vice president, 
secretary and director of The Transat- 
lantic Securities of Hartford, Inc. He is 
a member of the Society of Insurance 
Accountants of New York, the City Club 
of Hartford and the Wethersfield Ex- 


change Club. Prior to its dissolution 
last year, he was a member of the In- 
surance Accountants Association of New 
York. 


Good Fire Record in 
Handling Bottled Gas 


Every week the ‘bottled’ 
of this country moves almost 150,000,000 
gallons of its product over highways, 
pipelines and rails, to homes for fueling 
cook stoves and water heaters and to 
industrial plants for a wide variety of 
uses. In handling this huge quantity of 
flammable material—gas compressed into 
a liquid—the industry has compiled a 
highly creditable safety record, accord- 
ing to W. D. Cook of the Suburban 
Propane Gas Corp., which itself operates 
over a large part of the country. 

Mr. Cook described the safety meas- 
ures taken to reach and maintain this 
record at a meeting of the National Fire 


gas industry 


Protection Association at Columbus, 
Ohio. 
Every piece of equipment involved 


in handling LP-gas, from cylinders and 
tanks to hoses and nozzles is designed 
to minimize fire hazards, he explained. 
Perhaps the most important key to safety 
are the men who handle the gas. 

“Only men fulfilling the most rigid 
requirements are qualified to deliver LP- 
gas to the home,” Mr. Cook said. “They 
are carefully selected extensively trained, 
and drilled scrupulously to obey safety 
rules.” 


by the committee is done on an im- 
partial basis without the nominees’ iden- 
tities being revealed. 

The “Man with the Plan” for 1990 will 
have the honor of presenting a $2,000 
educational scholarship to a deserving 
secondary school senior of his choice. 
This is the second year of the Employers’ 
annual “Man with the Plan” program. 

The five agents who are to comprise 
the selection committee are: Frederick 
R. Drayton, Stokes, Packard & Smith 
Inc., Philadelphia; Barney Flood, Flood 
& Peterson Insurance Specialists, Gree- 
ley, Colo.; Jennings M. Bryan, Jennings 
M. Bryan Insurance Agency, Burlington, 
N. C.; E. Clifford Ladd, W. C. Ladd & 
Sons, Rockland, Me.; and Roderick W. 
Maxwell, Maxwell Underwriters, Inc., 
Detroit. 

The 
Plan” 
uary. 

Careers of Agents on Committee 


identity of the “Man with the 
for 1960 will be announced in Jan- 


Mr. Ladd started as an inland marine 
underwriter in New York and became 
branch manager of inland marine for 
Commercial Union of Boston in 1957, In 
1959, he went into partnership with Ed- 
ward R. Ladd of W. C. Ladd & Sons. 

Mr. Drayton has been engaged with 
Stokes Packard & Smith Inc., of which 
he is now vice president, since 1923. He 
is currently the vice president and chair- 
man of the ethics committee of Inde- 
pendent Agents & Brokers Association 
of Philadelphia. 
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entered insurance in 
1925, started his own agency in 1928 
and has represented the Employers’ 
Group since 1933. He is a member of the 
National Association of Insurance 
Agents, the North Carolina Association 
and a member and past president of the 
Almanac Insurance Exchange. 


Mr. Jennings 


Mr. Maxwell entered insurance in 
1913 as an auditor and was formerly 
the assistant treasurer with American 


Bonding & Casualty at Sioux City, lowa. 
He has represented the E mployers’ since 
1927 with Maxwell Underwriters which 
in 1959 merged with Beardslee-Gnau 
Agency, Inc. 

Mr. Flood has spent 20 years in insur- 
ance and is the past president of the 
Greeley-Weld Insuror’s Association. He 
is presently serving as chairman of the 
Rocky Mountain Territorial Conference 
of the National Association of Insurance 
Agents. 





AGENTS AND BROKERS: Will your 1960 
advertising WIN AN OSCAR? 


Sth Annua 
Advertisin 
Awards 
Program 


for independent agents and brokers 


During 1960, did you use advertising 
and publicity on a continuing basis to 
(1) help make your agency better and 
more favorably known in your com- 
munity—(2) help increase volume—(3) 
build up a more effective prospect list? 
If you used advertising to accom- 
plish all or some of these objectives, 
submit a portfolio of your advertising 
material to the Insurance Advertising 
Conference for judging in the annual 
agents’ Award competition. 
Who May Enter—Any independent 
agent or broker in the United States, 
its possessions or Canada, who repre- 
sents capital stock companies in the 
casualty (including accident and 





health), property or surety field. The 
only cost to enter is $3.50 for the I.A.C. 
portfolio in which your advertising 
material is to be submitted. 

Agents and brokers of all sizes have 
a chance to win. You compete with 
others in your own class as respects 
annual premium volume. Awards are 
made for “outstanding, imaginative 
and effective use of advertising." The 
amount of money you spend is unim- 
portant. Deadline for entries is APRIL 
1, 1961 so mail the coupon now. 


INSURANCE ADVERTISING CONFERENCE 


G. M. Kiefer, Co-chairman, IAC Agents Award Program 


412 Washington Street, Reading, Pa. 


OO Send me details about the 9th Annual Advertising Awards Program. 
0 Send me entry blank and standard I.A.C. Portfolio. Check for $3.50 payable to INSURANCE AD- 


VERTISING CONFERENCE is attached. 


ey | 








Agency. 


Address. 





City. 


State. D 


Zone. 








NAIC 1961 Convention in 
Philadelphia June 4-9 


The National Association of Insurance 
Commissioners will hold its 1961 annual 
meeting June 4-9 at the Bellevue Strat- 
ford Hotel in Philadelphia. 





N. Y. Federation 


(Continued from Page 19) 


surance in New York State is in the field 
of unemployment insurance. As far as 
I know, the establishment of this govern- 
ment service substituted for no similar 
protection made available by the insur- 
ance industry against the misfortunes 
of unemployment. Our state law dove- 
tails with the Federal unemployment 
insurance program through the man- 
datory payroll tax rebated to those states 
having their own unemployment insur- 
ance systems. There are no _ private 
carriers in this field since it is generally 
agreed that the insurance industry is 
unable to carry this load. 

“Our state workmen’s compensation 
law originally passed in 1914 envisaged a 
state monopoly in this field. This concept 
was modified to permit private insurance 
companies to operate in the field as they 
have for years. The State Insurance 
Fund is self-supporting and a non-profit 
operation which pays the state the same 
2% franchise tax paid by private insur- 
ance companies. 


Cooperation of Industry 


“The development of motor vehicle 
transportation opened new areas of serv- 
ice to the public on the part of the in- 
surance industry. It also triggered wide- 
spread demand for compulsory insurance 
covering automobile liability. What has 
developed over the years has been a 
balance of government regulation in co- 
operation with the insurance industry 

“Rather than establishing the State 
as an insurance carrier there was devel- 
oped the assigned risk concept wherein 
private insurance companies are assigned, 
on a fair and equitable basis, drivers 
who would not normally be covered,” 
Mr. Carlino continued, 

“Another example of cooperation be- 
tween the industry and state govern- 
ment is the Motor Vehicle Accident In- 
demnification Corporation, established by 
act of the legislature, financed by private 
carriers, and run by a board made up 
of representatives of private insurance 
companies and groups to indemnify per- 
sons injured in accidents involving fi- 
nancially irresponsible drivers. 

“The whole record of New York State 
in this area of motor vehicle insurance 
has been one of greater safety and 
financial security for the individual 
citizen through a greater utilization of 
private insurance companies. 

“The developments in the past 30 years 
are clear evidence of the desire of the 
American people for security in fields not 
previously considered, thereby opening 
vast operations of specialized insurance. 
It is interesting and encouraging to note 
that in recent years there has been no 
increase in tendency to provide insurance 
through government rather than through 
private carriers, The willingness of private 
carriers to undertake new risk- taking 
and to recognize and be responsive to 
public demand has been an important 
factor in this.” 
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NAIC On Direct Mail Advertising 


Two bills dealing with direct-mail ad- 
yertising were considered by the sub- 
committee of the laws and legislation 
committee of the National Association of 
Insurance Commissioners at the midyear 
meeting last week. One bill would pro- 
hibit domestic insurers from soliciting 
or entering into contract of insurance 
outside their state of domicile unless au- 
thorized in such other states. Another 
would authorize and establish a proce- 
dure for the insurance supervisory offi- 
cial to proceed against unauthorized in- 
surers for violation of the insurance laws 
or regulations of his state. 

Chairman C. Judson Pearson of West 
Virginia reported to the full committee 
that “lengthy discussions were had con- 
cerning each of these bills by members 
of the subcommittee and industry repre- 
sentatives. The second report of the in- 
dustry advisory committee was presented 
and discussed. ; ; 

“In executive session it was ordered 
that the second report of the industry 
advisory committee be received for study. 
While the members of the subcommittee 
agreed that the objectives and principles 
under discussion are worthy of further 
exploration, it was determined that more 
study should be made before final recom- 
mendations are made. It was concluded 
that at the present time the Unauthor- 
ized Insurers False Advertising Service 
of Process Act is the best currently 
available approach to the problems now 
before this subcommittee. Accordingly 
this subcommittee recommends that the 
Unauthorized Insurers [False Advertising 
Service of Process Act be adopted by 
each of the several states at ¢he next leg- 
islative sessions thereof.” 


Industry Committee Report 


The report of the industry advisory 
committee, consisting of representatives 
of fire, casualty, life, marine and health 


company organizations stated in part 
that: 
“The industry committee is of the 


opinion that the Unauthorized Insurers 
False Advertising Process Act (herein- 
after referred to as “UIFAPA”) should 
not now be extended to include all prac- 
tices prohibited by the Unfair Trade 
Practices Act, but should be confined to 
false advertising. 

“The industry committee is of the 
opinion that the Unauthorized Insurers 
False Advertising Process Act should 
not be provided for equitable relief, in 
lieu of or in addition to damages at law, 
for violations thereof. This conclusion is 
founded upon several considerations. 

“The industry committee is of the 
opinion that the use of an interstate com- 
pact, in lieu of the UIFAPA, wouid not 
provide an appropriate or effective means 
of strengthening state regulation of 
direct-mail insurance advertising. 


Interstate Compacts on Direct-Mail 
Advertising 


“On the suggestion that an interstate 
compact be used, in lieu of the UIFAPA, 
to strengthen state regulation of direct- 
mail advertising, the industry advisory 
committee is of the opinion that: 

“1. Several model statutes, both within 
(eg. the Unfair Trade Practices Act) 
and without \(e.g. the Negotiable Instru- 
ments ‘Law) the insurance area have 
been adopted by all states; only one in- 
terstate compact (that on Probation and 
Parole) has achieved such universal 
adoption. It therefore appears more 
likely that all states would adopt the UI- 
FAPA than an interstate compact de- 
signed to achieve the same end, and ap- 
Proval by all states would be essential if 
the UIFAPA is to be an effective exten- 
sion of the Unfair Trade Practices Act. 

"2. In the light of the provisions of 
Public Law 15, an interstate compact on 
surance regulation might well be re- 
garded as sufficiently political in  char- 
ater as to require the consent of Con- 
sess, and a petition for such consent 
would be inconsistent with the states’ 
Dosition that they are capable of regulat- 


ing insurance without intervention by the 
national government. 

“3. The centralizing effect of inter- 
state compacts is illustrated by West 
Virginia v. Sims, 341 (U.S. 22 (1951). The 
United States Supreme Court there re- 
versed a holding of the West Virginia 
Supreme Court that a compact was in- 
valid under the West Virginia Consti- 
tution. ‘Just as this court has power to 
settle disputes between states where 
there is no compact, it must have ‘final 
power to pass on the meaning and val- 
idty of compacts. While the court 
agreed that ‘every deference will be 
shown to what the highest court of a 
state deems to be the law and policy of 
its state,’ it viewed itself as ‘free to 
examine determinations of law by state 
courts in the limited field where a com- 
pact brings in issue the rights of other 
states and the United States .’ In short, 
when a state subscribes to an interstate 
compact its own courts lose final author- 
ity to determine the validity of such 
compact under its own constitution.” 





“Seconds to Safety” Film 
To Avert School Deaths 


A new film showing teachers and 
school officials what to do to avert 
tragedy during the first critical minute 
after a school fire is discovered has been 
released by Aetna Casualty and Surety. 
Titled “Seconds to Safety,” the 15-min- 
ute, color movie stresses the necessity 
for evacuating students in a matter of 
seconds rather than minutes if loss of 
life is to be avoided. 

Produced in cooperation with school 
and fire department officials at Wethers- 
field, Conn., the film details steps of a 
fire drill procedure that has enabled one 
school to evacuate 510 children in just 
52 seconds after the alarm sounds. The 
film points out that smoke and super- 
heated air, the biggest killers in school 
fires, can make the atmosphere deadly 
throughout a building even before flames 
are widespread, thus increasing the need 
for a well-organized, thoroughly-drilled 
evacuation plan. 

In announcing the new film, Aetna 
Casualty said it was made in an effort 
















Commercial Union, 


North British Dinners 


The Quarter Century Club, composed 
of Commercial Union-North British 
Group employes in the New York 
metropolitan area who have continuous 
service records of 25 years or more, 
was held November 30 at the Biltmore 
Hotel. Some 235 members attended and 
were greeted by President F. W. Young 
on behalf of the association. H. W. 
Miller, W. L. Nolen and A. F. Greer, 
trustees, also presided at the head table. 

Simultaneous dinners of the CU/NB 
chapters were also held at Atlanta 
Philadelphia, Boston, Detroit, Columbus, 
Chicago, Minneapolis, Kansas City, St. 
Louis, Los Angeles and San Francisco 
for employes in those areas. 





Fire Safety in Air 
Conditioning Systems 


Important new material on fire safety 
in air conditioning, ventilating and warm 
air heating systems has been released by 
National Fire Protection Association. 
The non-profit organization adopted two 
revised standards on the subject at its 
1960 annual meeting. 

NFPA Standard No. 90A covers air 
conditioning and ventilating systems of 
other than residence type; NFPA No. 
90B treats residence-type warm air 
heating and air conditioning systems. 
The two separate standards, while deal- 
ing with closely related subjects, are 
prepared in this form to facilitate thei: 





to help schools reduce the number of 
deaths from school fires. The urgent 
need for better fire drill systems is em- 
phasized by a National Fire Protection 
Association report that in the Chicago 
school fire of 1958 in which 95 children 
and teachers died, 12 minutes elapsed 
between discovery of smoke and the 
ringing of the fire alarm. 

“Seconds to Safety” will be distributed 
nationally on a free-loan basis for show- 
ings before school, fire department and 
safety groups, and other community or- 
ganizations. The film may be obtained 
by writing to the Information & Educa- 
tion Department, Aetna Casualty & Sur- 
ety Company, Hartford 15, Conn. 
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use, particularly for residence installa- 
tions. 

Important changes from previous edi- 
tions of the standards refer to the ma- 
terial and installation practices for ducts, 
clearances between heating equipmen: 
and combustible material, combined heat- 
ing and cooling systems, and a number 
of other revisions. 

Such systems are of importance in the 
fire protection field because where used 
for heating they may not only be a 
source of fire themselves but may serve 
to spread fire and smoke through a 
building. The NFPA standards _con- 
tain precautions designed to minimize 
this danger, including fire doors or 
dampers arranged to close automatically 
in case of fire. Failure to observe such 
precautions has in many instances re- 
sulted in heavy fire and smoke losses. 

The standards were prepared by the 
NFPA committee on air conditioning 
under the chairmanship of F. H. Faust 
of the General Electric Co. Copies of the 
new publications—NFPA No. 90A (30 
pages, 50 cents a copy) and NFPA No. 
90B (28 pages, 50 cents a copy)—are 


available from the National Fire Pro- 
tection Association, 60 Batterymarch St., 
Boston 10, Mass. 
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Two Travelers Managers Named 





JACK G 


HARRIS 


Two managers of casualty, fidelity and 


surety and fire and marine insurance at 
Louisville, Ky., and Providence, R. L., 
have been announced by The Travelers 
Indemnity. Jack G. Harris has been ap- 


pointed manager of fire and marine lines 
at the Louisville branch office while 
Bradford D. Davol, Jr. has been named 
manager of casualty, fidelity and surety 


Dsdeeesions Desietinn 
Committee Elected 





At the annual meeting of the Insurance 
Federation of New York, Inc., at the 
Waldorf-Astoria Hotel last week the 


following were elected as members of 
the executive committee: 


Chairman, Edward W. McAndrews; 


vice chairman, Albert E. Mezey; George 
F. Avery, Arthur F. Blum, Robert E. 
Curry, Albert C. Deisseroth, Ernest R. 


Douglass, Thomas A. 
Dwyer, W. R. Ehrmanntraut, Walter 
L. Falk, Benjamin F. Gates, George I. 
Gross, Kenneth Haslam, Ralph L. Lucas, 
William H. Lucas. 

Also Rankin Martin, Donald J. Mul- 
len, Joseph A. Neumann, Robert H. 
Nicholls, Rodney E. Piersol, W. Irving 
Plitt, Robert H. Poggenburg, Norman 
T. Robertson, Louis Spicci, Craig Thorn, 
Jr., Thomas M. Torrey, Carl F. Typer- 
mass, William A. Waters, John C. Weg- 
horn, Carl A. Young. 

Directors elected for three years are: 
Mr. Avery, Mr. Blum, Mr. Curry, Mr. 
Deisseroth, Mr. Douglass, E. W. Ellison, 
Mr. Gates, Stephen H. Gow, Mr. Gross, 
Mr. Haslam, Ernest I. Hatfield, 
A. Kramer, Jr., John Langhorne, Ralph 
L. Lucas, James A McLain, Mr. Mullen, 
Norman T Robertson, Arthur = L. 
Schwab, Edmund T. Sinnott, Herbert G. 
Toll. 

\ highlight of the chairman’s annual 
report to the may ge was announce- 
ment that more than 460 new members 
had been Penne A 

The chairman of the 
mittee, George F. Avery, 
of the activities of his 
report indicated the executive 
would serve also in the capacity 
islative representative in Albany 
the coming session. 

Chairman E. W. McAndrews presented 
prize awards to the five winners of the 
recently held “Private Enterprise Essay 
Contest.” These five prize winning es- 
sayists were: John F. Russell, Couper- 
Ackerman - Sampson, Binghamton ; 
Michael L. A’Hearn, S. N. Eben Corp., 
New York City; Charles G. Lucaites, 
Commercial Union-North British Group; 
James A. D. Hutchinson and P. C. 
Dwivedy, Students School of Insurance, 
ie Oe 

Election of 


Deming, Robert 


George 


legislative coin- 

gave a report 
committee. The 
secretary 
of leg- 
during 


officers and the address 
of Joseph F. Carlino, Speaker of the 
New York Assembly, are covered on 
Pages 19 and 22 in this issue. 





BRADFORD D. DAVOL, JR. 


and fire and marine insurance at the 
Providence office. 

Mr. Harris joined The Travelers in 
1946 as a field supervisor of fire and 
marine lines at the Kansas City office 
and three years later went to Los An- 
geles in the same capacity. In 1953 he 
was appointed assistant manager at San 
Francisco and in 1958 returned to Los 
Angeles as assistant manager. He is a 
graduate of Kansas City University. 

Mr. Davol joined The Travelers in 
1953 as a field supervisor, casualty, fidel- 
ity and surety lines, at the Boston office 
and in 1957 went to Portland, Me., in 
the same capacity. A year later he was 
appointed assistant manager at that 
office and in 1959 added fire te marine 
insurance. He received his A. B. degree 


Hartford Agents Active 
In Pre-Holiday Safety 


Hartford Fire Insurance Co. agents 
throughout the U. S. are taking an ac- 
tive pre-holiday role in making the 
Christmas season safer from fire. They’re 
distributing — ‘Golden Rules for a 
Happy Yule” tags to Junior Fire Mar- 
shals in their communities for a massive 


Christmas tree-tagging campaign de- 
signed to encourage home fire safety 


during the holidays. 

Some four million 
members of the Junior Fire Marshal 
brigade will visit stores, markets and 
tree nurseries before Christmas to at- 
tach the tags to trees on sale. Seven 
rules to keep trees safe from fire are 
listed: 

1) Stand tree in water or bucket of wet 
sand; 2) Check tree lights for frayed 
wire, loose sockets; 3) Keep tree away 
from radiator, fireplace and doors; 4) 
Use only fire-resistant decorations; 5) 
Turn off tree lights when you go out; 
6) Keep gift wrappings and electric 
trains away from tree; 7) When needles 
start to fall, remove tree from house. 

The tag campaign is one of several 
activities in behalf of fire prevention in- 
cluded in the Junior Fire Marshal holi- 
day program. 


8-to-10-year-old 





Bis Bill 

(Continued from Page 15) 
tions to stretch the action two and a 
half hours. It is all pleasant listening 
and in the cast are two dozen teen-agers 
with sweet voices. Starred are Chita 
Rivera and Dick Van Dyke, with a new- 
comer, Dick Gautier as Conrad Birdie. 
Directed by Gower Champion the dances 
are fresh and colorful. Hit song is 





from Brown University. Prior to enter- 
ing insurance he was a staff announcer 
and sports director for the Fall River, 
Mass. Broadcasting Co., and director of 
athletic publicity for Brown University 
for more than three years. 
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ORGANIZATION PLANNING 





We have revamped several com- 
panies which had steadily lost 
money and now show under- 
writing profits. May we explain 
our services? 
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“Kids. it is a 


musical to which the 
whole can go and the audience 
likes it, 

“Fiorello,” a big music show which be- 
gan 55 weeks ago, is one of the most 
satisfactory of the musical comedies, 
This show is based on the political life 
of Mayor LaGuardia, whose first name 
was Fiorello. It is warm, lively, tune- 
ful and an amazingly accurate replica 
of the New York Mayor. 

“Yum Yum Tree,” which has its accent 
on sex is another new musical show, 
Critics walloped it. 


family 


Leader of the long-run music shows, 
and of all musical comedies throughout 
the world—it is playing in a dozen world 
capitals—has taken in $44 million at box 
office, continues to be “My Fair Lady.” 
No matter who is in the cast nothing 
can damage this production. Seats are 
available at box office. “Take Me Along” 
which formerly had Jackie Gleason as 
Star, is in its 56th week. It is fair to 
middling. Ethel Merman in “Gypsy,” 
acting the greedy, dominating, career- 
sity mother of former strip-dancer 
Gypsy Rose Lee and the latter's sister 
June Havoc, continues to irritate many 
people who think Ethel is impersonating 
an obnoxious character although box of- 
fice doesn’t give evidence of this. 

“The Music Man,” a big musical, car- 
ried to success by its. brass band music 
of the Sousa parade type, continues its 
merry way. Meredith Willson, who 
wrote it, also is another composer of 
“The Unsinkable Molly Brown.” 

Since “West Side Story” opened in 
New York and made a sensation by the 
frenzied dancing of its company of young 
people playing roles of gangsters and 
their girls, it has successfully toured 
Europe. Now it is back in New York 
on a return engagement. One gang is 
from Puerto Rico and the other is 
American. The street wars lead to a 
murder. 

Of the dramas carried over from last 
year the outstanding one is “The Miracle 
Worker” with Anne Bancroft and Patty 
Duke, the great child actress.- It is the 
story of blind and deaf Helen Keller 
when a tempermental young girl who is 
tamed by her companion and _ teacher, 
Annie Sullivan, the role played by Miss 
Bancroft. 

“All the Way Home” 
of James Agee’s novel, 
Family,” and was 


is an adaptation 
el, “A Death in the 
highly recommended 


by Ed Sullivan on his Sunday night 
program. “Critic’s Choice,” starring 
Henry Fonda, opens December 14 and 


has received good notices on its out-of- 
town tryouts. 

For opera lovers this is Metropolitan 
Opera Co.’s program for next week: 

December 12, “L’Elisir d’Amore,” 4 
new production; December 13, “Ara- 
bella,” in English; December 15, “Madama 
3utterfly”; December 16, “Carmen,” with 
Rise Stevens in the title role; December 
17 at 2 o'clock, “Tannhauser”; evening, 
a new production of “Alcestis.” All even- 
ing performances begin at 8 o'clock. 

On Wednesday evening, December 14 
there will be a benefit performance for 
the employes’ welfare fund. The_ pro- 
gram includes scenes from “Don Carlo” 
and “Madama Butterfly,” overture tt 
“Nabucco,” and a concert in which ten 
of the Met’s outstanding stars will pat 
ticipate. For this performance tickets 
are available at Metropolitan Opera 
Guild, 654 Madison Avenue. 
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American Marine Institute Elects 


(Continued from Page 1) 


industry. In discussing the majority re- 
port, Mr. York termed it “decidely un- 
fair,” and “caustic.” He said that some 


of the conclusions i in this report were in 
“obvious error,” as was pointed out in 
the “general favorable” minority re- 


ports. 

In his year-end statement, Mr. York 
called the Antitrust Law exemption the 
“Magna Charta of our industry” and 
credited it with fostering the develop- 
ment and prosperity of the American 
marine insurance field. The Antitrust 


Law exemption is technically known as 





EMIL A, KRATOYVIL 


Section 29 of the 
of 1920. 

Mr. York, who is also president of The 
Atlantic Miutual Insurance Co. and Cen- 
tennial Insurance Co., predicted that 
without the exemption the ocean marine 
insurance business in the U. S. would 
“lapse into the doldrums of the late 


1800's and the early 1900’s.” As a conse- 


Merchant Marine Act 


GEORGE INSELMAN 


quence, he noted, the shipping and 
commerce industries — stripped of a 
‘trong American market—would have 


to depend upon foreign insurance place- 
ment. 

In his statement, Mr. York also pointed 
out other dark clouds on the ocean ma- 
tine insurance horizon. These were: 

Nationalistic legislation abroad has 
tit access to much of the export busi- 
hess ; 

Import business has been similarly 
iffected—but to a lesser degree; 

Political [pteeiting cused as Cuba and 


the Congo—have killed or negated other 
markets ; 








Generally depressed shipping condi- 
tions are causing drastic reductions in 
hull values and a marked slowing up in 
replacement programs for new tonnage. 

He urged those in the industry to stay 
well within the limits of the exemption, 
and to keep the public and government 
officials fully aware of the necessity for 
the exemptions. 


Full Text of Mr. York’s Remarks 
Remarks 


“T should say that many problems con- 
tinue to confront the marine insurance 





MILES F. YORK 


industry. Nationalistic legisl: ition abroad 
has cut access to much of our export 
business; import business has been sim- 
ilarly affected but to a lesser degree. 
Political struggles, such as we witness 
in Cuba and the Congo, have killed 
or negated other markets. Generally de- 
pressed shipping conditions are causing 
drastic reductions in hull values and 
a marked slowing-up in replacement 
programs for new tonnage. 

“Of more concern than any of these 
confrontations is the legislative situa- 
tion, especially in Washington. There we 
find an atmosphere which can only be 
viewed with alarm. The Senate Sub- 
committee on Anti-trust and Monopoly, 
following hearings last year and after 
a searching review of the Federal Trade 
Commission’s investigation of the early 
1950’s, released a caustic majority report 
sharply critical of the industry. It was, 
I believe, decidedly unfair. However, it 
does little good to dwell on some of the 
conclusions which were in obvious error 
as was pointed out in the generally fav- 
orable minority reports. 


Hits Committee Majority and Counsel 


“The essential danger lies in the atti- 
tude of the majority of the committee 
and particularly of its counsel. These 


CUSTOMERS DEPEND ON 


THE BIG “U”. 


. AND YOU! 


For over half a century, National Union—the big 
““U”—has dealt only with independent agents. 
It continually reminds its policyholders: 

You are wise to place your insurance through an 
independent agent . . . Your policy includes, at 
no extra cost, all the invaluable services that only 
an independent can provide. 


NATIONAL 
INSURANCE 
Pittsburgh 13 


men would appear to be convinced of the 
necessity for regulation of the marine 
insurance business without regard to the 
ultimate damage to the American market 
and the foreign commerce of the United 


States. I cannot escape the conclusion 
that to them the important thing is 
regulation by whomsoever undertaken 


and the devil with the hindmost. 

“Our industry is at a critical point. 
Business and government in the United 
States have evolved a unique concept of 
business responsibility, something char- 
acteristically American and opposed to 
the cartel system which is so common 
abroad. We do not quarrel with this 
concept but because of the international 
character of our business we do need 
an exemption which will enable us to 
act together in order to compete with 
foreign markets and adequately serve 
American foreign trade. 

“Our business has developed and pros- 
pered largely by virtue of the exemption 
from the Antitrust Laws which is af- 
forded by Section 29 of the Merchant 
Marine Act of 1920. That section is the 
Magna Charta of our industry. Without 
it, and without the ability to meet for- 
eign competition, the American market 
would surely lapse into the doldrums of 
the late 1800’s and the early 1900’s. With- 
out a strong American market our ship- 
ping and our commerce would have to 
depend upon foreign markets and live 
with the discriminations and other un- 
favorable factors which would surely de- 
velop. 

Urges Fight for Rights 


“IT urge you, therefore, as I conclude 
my term of office, to strike out and 
fight for the rights we now have and 
the rights we must have if we are to do 
the job which we were asked to do by 
the Congress in 1920, that is, to build 
an American market capable of taking 


care of this country’s marine insurance 
needs. 
“In my opinion, our most effective 





NION 
COMPANIES 


Pennsylvania 


step is the maintenance of a steady and 
consistent effort io explain our business, 
to tell the public, who are our clients, 
our needs and purposes and to lay our 
problems before the Congress and the 
Government agencies. It seems to me it 
is very important that we who are priv- 
ileged to be engaged in this international 
business should do two things, day after 
day and year after year: 

“First, understand and explain again 
and again to our members and to our 
associates the privileged area within which 
we compete and which we must respect. 
This means that in the Institute we 
should from time to time air views and 
reconcile any divergent ideas regarding 
regulation to the end that we may con- 
tinue to justify the confidence reposed 
in us by the Congress when it passed 
Section 29. Any moves which would ap- 
pear to go beyond the exemption afforded 
by that Act must be diligently prevented; 
any attempts to take advantage of the 
privilege must be avoided at all costs. 


Explains Need for Privileges 


“Second, take the initiative to consist- 
ently and continuously explain to the gov- 
ernment and to the public the nature of 
our business, its peculiar characteristics 
and the need for such privileges as have 
been granted us. There are leaders in 
our business who have repeatedly urged 
closer liaison between us and the gov- 

ernment. They are so right. I urge ‘that 
the officers and directors of the Insti- 
tute and of the Association continue to 
pursue this aspect of our work and build 
upon it. 

“Let me conclude my thoughts by 
saying that it is our privelege, in fact, 
our duty, to compete in an environment 
of growing world business. In doing 
so, we must adapt our activities to the 
wishes and the will of our government 
in spirit as well as in deed. However, 
that does not mean that we should hesi- 
tate to put our problems forward and 


(Continued on Page 26) 
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J. & H. on Effect of Nationalization 
On Insured Properties in Cuba 


York, one of 
brokerage 


vith worldwide 


Johnson & Higgins of New 
the largest and oidest msurance 
firms in the United States, 2 
connections, has sent a letter to clients 
dealing with the effect of nationalization 
on insured properties in Cuba. Johnson & 
Higgins has 16 offices in this country and 
13 abroad. This letter, outlining the prob- 
lems created by Castro’s seizures of Amer- 
ican property, follows: 

The status of insurance placed for 
clients whose Cuban branches or sub- 
sidiaries have been nationalized is diffi- 
cult to determine at this time. There is a 
great divergence of opinions on this 
subject. 

A number of insurance companies have 
been advised by counsel that the effect of 
the nationalization decree is to deprive 
the insured of any insurable interest in 
the property covered. One group of in- 
surance companies has written to their 
policyholders advising of this and offer- 
ing a refund of premium from the date 
of nationalization. Since the premiums 
were paid in pesos, any returns would 
be made in the same currency. There- 
fore, such refunds would be of no value 
to the policyholders in the U. S. 


Views of Underwriters 


Another large group of insurers has 
been informed that any return premiums 
would be considered as part of the 
assets which have been ae ey, and 
would, therefore, be payable to the Cuban 
government. Still other underwriters 
are of the opinion that in accordance 
with Cuban law and Cuban policy condi- 
tions, interest in the policies is trans- 
ferred to the new owners, that is, the 
Cuban State. 

On the other hand, almost all insureds 
believe that they have been illegally de- 


prived of their properties and some 
insureds consider that their insurable 
interest continues. In all probability 


these conflicting opinions of the insureds 
and insurers can be resolved only by 
court decisions. 

From a practical standpoint, it must be 
remembered that almost all the policies 
were written in Cuba in Cuban cur- 
rency. Should a loss occur, it is reason- 
able to assume that the government ap- 
pointed manager of the confiscated prop- 
erty will report and settle it there with 

Marine Institute 
(Continued from Page 25) 
seek such undertanding and help as we 
must have to do the job we have been 
asked to do. If we should do all this, 
I would not expect us to fail.” 

Mr. Kratovil was graduated from 
Harvard College in 1935, and in that 
year began his business career with Win. 
H. McGee & Co., Inc. He joined the 
War Shipping Administration in 1942. 
In 1946, following three years of service 
as a lieutenant in the U. S. Navy, he 
rejoined Wm. H. McGee and was named 
executive vice president and director. 
He resigned in 1952 to become executive 
vice president of Carpinter & Baker. In 
1953 he was elected president. 


Mr. Inselman began his insurance 
career in 1918 in New York with the 
British & Foreign Marine Insurance Co., 
Ltd. In 1939 he joined the Fire Asso- 
ciation of Philadelphia and became vice 
president. He joined the Marine Office 
in 1945, became assistant manager in 
1950 and president in January 1955. 


the insurers, who themselves may have 
been confiscated. 

How equitable a settlement may be 
reached, how much of it will be paid, 
or what the loss recovery funds may be 
used for, are of course matters of con- 
jecture. 

It is almost certain, however, that the 
U.S. home office of a confiscated insur- 
ance company will maintain that it has 
no responsibility for losses in Cuba from 
the date of nationalization of its oper- 
ation there. This means that it will not 
send funds to Cuba should they be re- 
quired for settlement of losses. Here 
again, litigation may be necessary to 
decide the validity of this position.” 


Cuming Joins Atlantic 


Cos. as Personnel Officer 
Donald R. Cuming has joined the At- 
lantic Companies (Atlantic Mutual and 
Centennial) as personnel officer at the 
New York home office. The position was 
previously held by Warren Partridge, 
Jr, who died on October 31, following 
a brief illness. 

Mr. Cuming, who has had experience 
in sales and personnel work, had been 
with the Royal-Globe Insurance Group 
as assistant personnel manager. He 
graduated from the University of Miami 
(Florida), in 1952, with a Bachelor of 
Education degree. 





Mariners Xmas Party 


Beginning its second decade of oper- 
ation, the New York Mariners Club held 
its annual Christmas party on Tuesday 
evening, December 6, at the Antler’s 
Restaurant. The next regular monthly 
meeting of the Mariners Club will be a 
luncheon on Wednesday, January 18, at 
the Beekman Cafe at 12 noon. The 
speaker on this occasion will be a rep- 
es from the Pennsylvania Rail- 
road who will discuss “piggy-back” mode 
of transportation. 


Jackson Stresses Need to Curtail 
Many Preventable Marine Losses 


Among leading subjects up for consider- 
ation at the recent annual meeting in Wash- 
ington of the International Union of Ma- 
rine Insurance was cargo loss prevention. 
Harold Jackson, president of Wm. H. Mc- 
Gee & Co., former president of the Amer- 
ican Institute of Marine Underwriters and 
a member of the executive committee of 
the Union, is an authority on this problem 
of msurers. his report on preventable 
losses he discussed two leading matters, 
among others, these being country damage 
on cotton and losses to unboxed automo- 
biles in transit on steamers, His report is 
presented in two parts, with Part II here- 
with : 

No matter from which countries cars 
are shipped, I think it is fair to say 
without exception that these damages 
occur at both ends of the voyage, as 
well as in the stowage and during loading 
and unloading. These same damages 


occur to expensive as well as the cheaper 

cars, so there is no class distinction; 
sithoush I have known of cars where the 
gauge of metal in the body was so thin 
the stevedore’s fingers using ordinary 
pressure caused dents. 

Considerable damage to finish occurs 
where cars are taken to dock-side on 
flat cars. This is particularly true in 
those parts of Europe where coal burn- 
ing locomotives are still in use. This 
fact combined with a series of tunnels, 
such as between Paris and Le Havre, 
resulting in hot coals dropping on the 
paint, cause numerous damages. 

Cars accumulated at seaports in Europe 
for any length of time, unless washed 
prior to shipment, have paint marred by 
sea gull droppings, which if left on long 
enough will eat through some types of 
paint. While most steamship lines now 
carry proper gear for loading and vn- 
loading some damage is caused during 
unloading by carelessness, some Df it 
malicious. 
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Most of the damage attributed to “dur- 
ing loading” is done before the car 
reaches the dock or being moved around 
on the dock prior to loading. Minor 
damages cannot be discovered unless the 
car is washed. If all cars were washed 
at loading port the record would im- 
prove greatly, and interior and steam- 
ship carriers would have to pay for their 
own damages. Tests show stevedores 
handle a clean car more carefully. 


Stow Cars Too Close Together 


Today, steamship companies stow cars 
too close together and do not leave 
enough room in the square of the hatch 
to break stow without damaging sur- 
rounding cars. In fact, an examination 
of the top of the surrounding cars will 
show marks of hobnailed boots where 
stevedores were forced to walk on the 
tops of cars to get in or out of the hold. 
In many instances steamship companies 
do not have the proper gear to fasten 
cars to the deck and use wood chocks 
and dunnage for that purpose. Car 
springs should be depressed, otherwise 
in a heavy sea cars stowed too close 
together will damage each other. Cars 
should not be stowed athwartships. Very 
serious claims have resulted from cars 
breaking loose during heavy weather 
and reducing surrounding cars to scrap. 
Very many times holds are not cleaned 
prior to loading and the finish is damaged 
by residue from prior cargo. 

Where cars continue to destination in 
the interior all kinds of additional prob- 
lems sometimes arise, including long 
periods (sometimes months in slow sell- 
ing periods) in open storage in the dock 
area and in staging areas, sometimes 
miles away where they are in the hands 
of over-the-road haulage companies. 
This exposure mostly in unpaved and 
unprotected areas lead not only to pilfer- 
age, but in hard climates to deterioration 
of finish, and is particularly hard on 
soft top cars. (In addition, there have 
been some very serious claims for flood 
and water damage in such areas, and 
in most cases the cars were in due 
course of transit.) 

As cars today in large numbers, and as, 
roughly, one in three is damaged, very 
large facilities are needed to get them in 
saleable condition. When times are good 
many small claims are overlooked if the 
car is sold before delivery, as the dealer 
prefers his money rather than hold up 
the sale waiting for an insurance adjust- 
ment. However, if the cars are moving 
slowly many dealers do not repair the 
cars until they are sold. In most such 
cases cars are stored in the open await- 
ing repair and the least that can happen 
is aggravated damage. These remarks 
apply to any and all countries and are 
based upon cars of all nationalities. 

Until such time as most steamship 
companies are made to respond for 
these types of claim, the situation will 
not improve. Most steamship companies 
decline to pay small claims because 0 
a pre-war legal decision, which in effect 
supported their ‘contention that such 


claims were bound to happen if a caf 
was shipped unboxed. 
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Benedict Outlines 
‘Bold Approach’ at IAC 


IN PLANNING AD CAMPAIGN 





McCann-Marschalk Account Executive 
Tells How Hartford Ins. Group Staged 
Advertising in 150th Anniversary Year 





“Saturday Evening Post” readers are 
in for a pleasant surprise when the year- 
end issue of that magazine hits the 
stands. What they will see is: The 
largest advertisment ever placed by a 
single advertiser in the “Post”; the first 
time a complete, removable unit of 
calendar, advertising pages has appeared 
in a major magazine; probably the first 
time since the demise of “Flair” maga- 
zine a major publication will appear with 
holes in its pages (each calendar page is 
drilled with a hole for convenient hang- 
ing); and what is believed to be the 
largest number of calendars ever dis- 
tributed. 

All this is the brain child of McCann- 
Marschalk, New York ad agency for the 
Hartford Insurance Group, and is a 
typical example of what Account Exec- 
utive Eugene J. Benedict calls “the 
bold approach in insurance advertising.” 

Speaking before the mid-year meeting 
of the Insurance Advertising Conference 
last week in Washington, Mr. Benedict 
told over 150 advertising managers of 
top insurance companies thai, the indis- 
pensable ingredient in bold, imaginative 
advertising is —not unsurprisingly—a 
bold, imaginative advertiser. 

In outlining this “bold approach,” Mr. 
Benedict told how McCann-Marschalk 
and Hartford Insurance Group planned 
their colossal advertising campaign mark- 
ing the group’s 150th year and culminat- 
ing in the Sat-eve-post spectacular. 


Key Words: “Big, Colorful and Exciting” 


“We came up with a new concept of 
advertising for the Hartford in 1960,” he 
said. “It was certainly different—it was 
‘big’ . it was colorful . .. and, we 
think, it was exciting. And it was these 
things because from the very start, our 
client’s attitude encouraged us to in- 
novate. And equally important, when we 
did depart from the usual, and when they 
liked what we showed them; they bought 


‘Speaking of the change in the fire and 
casualty business during the last 15 years, 
Mr. Benedict told in detail how this 
change of attitude, philosophy or posture 
was “communicated to us.” He brought 
out: 

“One was our necessary awareness of 
and interest in what was happening 
within the industry. As you would expect, 
We read competitive advertising. And we 
are conscientious readers of the insur- 
ance trade press. Also, we learn through 
contacts with knowledgable people with 
Particular interests agents, as an 
example. 

“Most important, we are well counseled 
by our client. There is no need to detail 
this, other than to say we can’t over- 
estimate its importance. ‘Take your 
agency into your confidence’ . ‘regard 
itas a member of the team’—you know 
the rest of those venerable bromides. But 

wouldn’t want to handle a fire and 
casualty insurance account today with- 
out having them work for me. 

r. Benedict pointed out that in devel- 
ing a program for 1960 it became ap- 
Parent that 150th anniversary was not a 
Universal answer to all problems. Some 
Perspectives needed to be set and preoc- 
Cupation with the past needed to be 
avoided. 

“What was decided,” said Mr. Benedict, 
“was to capitalize on the anniversary’s 
special opportunities. At the same time 
the program would position the company 





Burglary Rates Revised by 


Mutual Bureau in 21 States 


The Mutual Insurance Rating Bureau 
has announced on behalf of its 
members and subscribers a revision of 
rates and rules for burglary Insurance 
effective November 30, 1960 in the follow- 
ing States: 

Alabama, Arizona, Arkansas, 
Connecticut, Georgia, Illinois, Indiana, 
Iowa, Kentucky, Maryland, Massachu- 
setts, New Mexico, Nevada, Oklahoma, 
Oregon, Pennsylvania, Rhode Island, 
Tennessee, Washington and West Vir- 
ginia, 

On the average the rate changes have 
the effect of increasing countrywide 
premium volume as follows: Mercantile 
open stock 8.2%, mercantile safe bur- 
glary 4.3%, money and securities broad 
form (inside premises) 7.3%, store- 
keepers’ burglary and robbery 8.2%. 

The rule changes introduced in the 
revision are necessitated primarily by 
changes in classification assignments and 
to provide for coding by types of risks 
within trade groups and risk classifica- 
tions for the several sections of the 
Burglary Insurance Manual. These codes 
are to be used on or after January 1, 
1961. Statistical classification codes are 
inserted throughout the manual opposite 
the applicable risk classification as well 
as in the Burglary Insurance Statistical 
Plan. In some instances policy B 60-2290 
form statistical codes have also been 
amended to provide additional statistical 
information. 


Colorado, 





as a vital, dynamic enterprise with a 
proud past, a lively present and a promis- 
ing future.” Three other phases of the 
program would have the following prin- 
cipal directions: 

“There would be specific coverages to 
promote—the homeowners, for instance, 
as well as farm, business and others. 
Then there was the need to continue tell- 
ing the story of the Hartford agent 
and of his dedication to the service of his 
insureds, And finally there should be 
something particularly exciting . . . excit- 
ing to the insurance-buying public, to the 
Hartford’s 34,000 agents, and to the 
Hartford, itself.” 


No Johnny-Come-Lately 


With the aid of slides, Mr. Benedict 
explained how the challenge was met of 
looking backward proudly, looking ahead 
confidently and doing it in an interesting 
way. 

It was decided that the first ad should 
be impressive, and so came the idea of 
President Eliphalet Terry racing through 
the snow to pay off the fire losses result- 


(Continued on Page 33) 


OFFER CLAIMS ARBITRATION 
America Fore Cos. Offer to Arbitrate 
Personal Injury Auto Accident Cases 
In Cook County, IIl. 

America Fore Loyalty Group com- 
panies have announced an offer to arbi- 
trate, through the American Arbitration 
Association personal injury cases aris- 
ing from automobile accidents pending 
against the Group’s policyholders in Cook 
County, Ill. Announcement of the offer 
was made in full page advertisements 
in the four daily Chicago newspapers 
and the Chicago Law Bulletin on Novem- 

ber 29th. 

The notice referred to the publicity in 
recent months about court congestion in 
Cook County and the concern expressed 
by leaders of the judiciary, the bar and 
the community over the delay in the 
disposition of law suits arising out of 
automobile accidents. Serious charges 
have been leveled against the casualty 
insurance industry. 

In one instance, it was charged that 
insurance companies found it profitable 
to delay the settlement of claims and law 
suits. The facts, of course, are that “re- 
sponsible insurance companies have found 
it in the public interest to put behind 
them as promptly as possible any meri- 
torious claims which can be disposed 
of on a fair basis.” 

The announcement reiterated’ the 
Group’s policy in this respect and also 
stated that unreasonable and unmeritori- 
ous claims should be resisted. America 
Fore Loyalty Group will assume all 
charges for expense made by the Amer- 
ican Arbitration Association. 





Carlton Hines Retires From 


American Insurance Company 

American Insurance Co. announces the 
retirement December 31 of Vice Presi- 
dent Carlton Hines. He retires under 
provisions of the company’s retirement 
plan but, at his own request, five years 
earlier than the mandatory retirement 
date. 

Mr. Hines recently celebrated his 30th 
anniversary with the company. At the 
time of his employment by American 
Automobile Insurance Co., now part of 
The American Insurance Group, he was 
casualty department manager of an 
agency in Fort Worth, Texas. Following 
field assignments in American Auto’s 
Newark and New York branches, he 
was made superintendent of agents at 
the St. Louis head office in 1934. He was 
elected a vice president in 1939 and sub- 
sequently has had senior responsibility in 
several important areas of the company’s 
headquarters operation. 





AINLEY JOINS KENTUCKY DEPT. 
Thomas A. Ainley, who has been man- 
ager of Aetna Insurance Co.’s casualty 
department in Cincinnati for the past five 
years, will direct the casualty and sure- 
ty division of the Kentucky Insurance 
Department. Mr. Ainley, a 42-year old 
attorney succeeds Kay T. Huddletson, 
who resigned to enter the University of 
Kentucky College of Pharmacy. 
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Lannan, Seltmann, Nicholas 
Advanced by Royal - Globe 


Royal-Globe Insurance Group has an- 
nounced appointments in its claims and 
loss department. Bertram J. Lannan has 
been appointed assistant secretary with 
broad operational responsibilities under 
the direct supervision of Secretary M. E. 
Bobick. Mr. Lannan joined the Group 
in Chicago in 1939, was advanced to 
claims manager of that office in 1952 
and transferred to New York in 1958. 
He attended Loyola University and De 
Pau! University Law School and holds 
Ph. B. and LL. B. degrees. 

Hans W. Seltmann has been appointed 
assistant secretary in charge of fidelity 
and surety claims under the supervision 
of Secretary Bobick. Mr. Seltmann 
joined the Group in 1925. He was as- 
signed to the bonding claims department 
in 1950 and became manager of that 
department in 1958. He is a graduate of 

John’s University and is admitted 
to practice in New York State. 

Assistant Secretary J. Roy Nicholas, 
formerly in the administration division, 
has been given general administrative 
responsibilities of the Group’s country- 
wide claims and loss operations under 
Secretary Bobick. Mr. Nicholas joined 
the Group in 1948 as a claims adjuster 
in the New York metropolitan depart- 
ment and held supervisory positions in 
the claims and loss department before 
he was appointed manager of the meth- 
ods and planning department in 1953. 
He was advanced to assistant secretary 
in 1958 with direct supervision over the 
methods and planning, office administra- 
tion and purchasing and supply depart- 
ments. He is an Associate of the Insur- 


ance Institute of America and holds a 
CPCU designation. 





T. B. Barton to Direct New 
Maryland Casualty Division 


Thomas B. Barton has been named 
director of a newly-created management 
development division of Maryland Casu- 
alty effective January 1, 1961, William 
T. Harper, chairman of the board and 
president announced. 

Working in coordination with the 
personnel division of the company, Mr. 
Barton will have responsibility for the 
establishment and direction of a com- 
plete management development program, 
including all phases of the company’s 
recruiting and educational activities. Mr. 
Barton came with the company in 1941 
and since 1943 has been manager of 
the Tampa, Fla. claim office. 

Edward E. Johnston, Jr. will succeed 
Mr. Barton in Tampa. He joined the 
Company in 1937 and for the past two 
years has been assistant manager of the 
Chicago claim division. 
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Bill Prefiled Forbids 
Auto Ins. Cancellation 


60 DAYS AFTER ISSUANCE 





Five Other Bills Before N. Y. Legislature 
Include Appropriation for Probe of 
Bronx County Auto Ins. Rates 


The following bills have been pre-filed 
the 1961 New York legislative ses- 
sion in Albany: 


for 
Assemblyman Alfred D. _ Lerner, 
Queens County Republican and a mem- 
Legislative Committee 
Rates and Regulations, 
bill to forbid cancella- 


ber of the Joint 
on Insurance 
has introduced 
automobile liability policies by 


after 60 days from the date 


tion of 
the insurer, 
of issuance 
the cancellations 
non-payment of 


The exceptions for 
are for 
or misrepresentation or 
driving 


or terminations 
premium, fraud 
suspension of the insured’s 
license 

These policies shall be gui iranteed re- 


newable from year to year for a five 
year period from the issuing date, ac- 
cording to Mr. Lerner. The bill was 


referred to the Insurance Committee. 


Bill to Appropriate $15,000 


Assemblywoman Aileen B. Ryan, 
Bronx County Democrat, has pre-filed a 
bill which would appropriate $15.000 for 
the investigation of automobile liability 
insurance rates being charged in Bronx 
County. 

The bill would create a 
commission of three appointees of 
Governor, three Senators and three 
semblymen. 

Of these appointees, thev would include 
a representative of the State Insurance 
Department. one from the Motor Vehicle 
Bureau, and the third from a casualty 
insurance company. The bill was me Ste 
to the Ways and Means Committee. 

A bill to extend workmen’s compensa- 
tion coverage to all non-listed employ- 


temporary 
the 


A s- 


ment with one or more employes has 
been introduced by Assemblvman Ste- 
phen R. Greco. Democrat-Liberal of 
Erie County. This bill would strike out 


the special exemption for persons em- 
ployed in logging or wood-cutting opera- 
tions which are conducted bv farmers, 
but would make an exception for certa‘n 
teaching and religious. charitable and 
education institutions The bill was re- 
ferred to the Labor Committee. 


Add to Civil Service Law 


Bertram L.  Podell, 
has pre-filed the 
relate to Insur- 


Assemblyman 
Brooklyn Democrat 
following bills which 
ance: 

The first would add a new 
to the Civil Service Law, 
iaies the Civil Service 
to purchase contracts for 
accidental death and other 
benefits for state emploves who are in 
service on and after July 1, 1961. This 
policy would be for those who elected 
to participate therein. This bill would 
be for those who elected to participate 
therein. This bill would also permit 
the Commission, with the consent of 
the insurance company, to exclude such 
classes as temporary, part-time or inter- 
mittent employes where such contracts 
would be impracticable. There would be 
an appropriation of $25,000 for this plan 
to he completed 

The second insurance bill would extend 
from 90 days to six months, the maxi- 
mum time from accrual of a cause of 
action for filing the notice of intention 
to file a claim against the motor vehicle 
indemnification corporation. The hill was 
referred to the Judiciary Committee 

Assemblyman Joseph J. Weiser. 
York Democrat, has re-introduced 
“seat belt bill”. This year the bill 
includes other safety equipment such 
as anchorage seats. foam rubber for 
dashboards, telescopic steering rods and 
non-spring doors. 

The measure would 
after January 1, 1962, 


Article 11-A 
which would 
Commission 
group life, 

insurance 


New 
the 


also 
} 


became effective 





David Q. Cohen Returns 


From Mediterranean Trip 


Underwood & Underwood 


DAVID Q. COHEN 


David Q. Cohen, 


fidelity-surety man- 
ager of the Association of Casualty & 
Surety Companies, and Mrs. Cohen are 


back home after a 23-day Mediterranean 
cruise on the S.S. Constitution of the 
American Export Line, This was in 
observance of their 30th wedding an- 
niversary. 
While away 
ports including 


Cohens visited nine 

Casablanca, Gibraltar, 
Palma in Mayorca, Messina, Naples, 
Genoa, Cannes, Barcelona and Funchal 
in the Madeira Islands. This was their 
first trip abroad. 


New Casualty Handbook will 


Serve as Industry Source 
Today’s casualty insurance business, 
totaling $9 billion annually in premium 
volume, is written by about 3,500 com- 
panies with assets of more than $28 
billion, according to the Casualty Insur- 
ance Handbook made public this week. 
Prepared and published by the Insur- 
ance Information Institute in cooperation 
with the Association of Casualty & 
Surety Cos., the new publication is 
designed to supply inc dustrywide facts 
and figures on casualty insurance for 
writers, speakers, teachers, researchers, 
business people and others who may be 
interested in using such information. The 
handbook traces the development of the 


the 





casualty insurance business from its 
beginnings in 1864 and defines the various 
types of casualty coverages 

While casualty insurance touches al- 


most all aspects of modern living, the 
new handbook divides it into three main 
groups covering losses from the follow- 


ing misfortunes: (1) Injuries to another 
for which the insured is responsible: 


(2) damage or loss to 
the insured; 


the property of 
and (3) iniury or illness of 
the insured himself. Within each of 
these fields there are many different 
types of protection. While fidelity and 
suretv bonds are not. strictly sneaking. 
casualty insurance, they are closely allied 
and are generally considered as helong- 
ing in the same branch of protection. 


Copies of the Casualty Insurance 
Handbook may be obtained from Insur- 
ance Information Institute, 60 John 


Street, New York 38, N. Y. 
FINNERTY PLM SPECIAL 
James Finnerty has been avpointed 
special agent for Pennsvlvania Lumber- 
mens Mutual in Ohio and southern Mich- 
igan. This is to provide increased service 
to agents now representing PLM in that 
territory and to expand the company’s 
volume of business there by recruiting 
additional qualified agents. Mr. Finnerty 
joined PLM’s general business denart- 
ment at the home office in Philadelphia 

in April, 1956. 


VOTE ON MERGER JANUARY 6 


New Amsterdam Casualty Stockholders 
Invited to Attend Meeting or Send 
Proxy on Home Ins. Merger 


New Amsterdam Casualty stockholders 
have been informed by J. Arthur Nelson, 
chairman of the board and President C. 
Sewell Weech that a special stockholders’ 
meeting will be held at the New York 
office on Friday, January 6. At this meet- 
stockholders will be 
upon a proposal to merge New 


ing asked to vote 
Amster- 
dam with and into Home Insurance Co. 


of New York. Messrs. Nelson and Weech 


further state: 


“In the opinion of counsel for this 
company (Home) no gain or loss for 
Federal income tax purposes will be 
recognized to New Amsterdam, or to 


the stockholders of New Amsterdam, as 
a result of the proposed merger and the 
pursuant to 


conversion of stock 


merger . 


such 


“We recommend that you approve the 
proposed merger either by attending the 
special meeting of stockholders in person 
and voting in favor thereof, if convenient, 


or otherwise by signing and mailing the 


enclosed proxy promptly. Approval will 
require the affirmative vote, either in 
person or by proxy, of at least two- 


thirds of the outstanding shares of stock 
of each company. 


Competitive Auto Plans are 


Discussed at N.Y. Workshop 


Discussions on competitive automobile 
insurance plans highlighted the ninth 
workshop on cost reduction and control, 
held this week under the auspices of 
the Association of Casualty and Surety 
Cos. Representatives of 50 capital stock- 
insurance companies attended the two- 
day session at the Hotel New Yorker. 

William Gillam, manager of the re- 
search division of the National Bureau 
of Casualty Underwriters. served as 
moderator at a seminar on the marketing 
of automobile package policies and com- 
petitive plans. 

Discussion leaders at a session on the 
processing of these policies were John 
Conneely, manager, methods and plan- 
ning department, Royal-Globe Insurance 
Group; Louis M. Bloom, manager, plan- 
ning and research division, Insurance 
Co. of North America, and Charles L. 
Schultz, methods and planning depart- 
ment, Great American Insurance Co. 

William Bregartner, manager, systems 
department, Federal Insurance Co. and 
Arthur T. Moyer, methods and proce- 
dures secretary, Insurance Co, of North 
America, served as discussion leaders at 
a seminar on work measurement and 
quality control. 


Employers Mutuals Adds to 
Claim Dept. Responsibilities 


In organizational changes announced 
recently by Employers Mutuals of Wausau, 
supervision of claim litigation was trans- 
ferred from the legal department to the 
claim department, under the direction 
of J. E. Linster, vice president, claims, 
Corporate legal responsibilities will con- 
tinue to be handled by the legal depart- 
ment under the direction of E. E. Klaprat, 
general counsel. J. M. Sweitzer, president, 
reported that continuing growth of the 
pioneer workmen’ Ss compensation carrier 
accounts for the division of sespeneillle 
ties, permitting the legal department to 
devote more time to general ner prob- 
lems. 

Branch legal departments will report 
to O. J. Rudser, who has been appointed 
to the newly created position of man- 
ager for the home office claim-legal 
division under the direction of Mr. 
Linster. W. F. Hanner will revlace Mr. 
Rudser as manager of the New York 


branch office legal department. 


BREWSTERS GIVE HANDBELLS 


NBCU Official and Wife Present Musical 
Bells to All Souls Church of 
Which he is Organist 

Willam H. Brewster, who in business 
life is public relations assistant to Gen- 
eral Manager William Leslie, Jr. of Na- 





WILLIAM H. BREWSTER 


tional Bureau of Casualty Underwriters, 
is equally as well known in the musical 
world. He and Mrs. Brewster were the 
subjects of a feature article in the New 
York World-Telegram and Sun on De- 
cember 3 by reason of their gift to the 
Unitarian Church of All Souls, Lexing- 
ton Ave. and 80th Street, New York, of 
34 handbells, cast by the same foundry 
that cast the Liberty Bell in 1752 and 
the Big Ben (London) in 1868. 

These musical bells, which will be 
rung for the first time publicly on De- 
cember 11 at the Christmas choral vesper 
service of the church, will have a spe- 
cial signficance for Mr. and Mrs. Brew- 
ster. He is the organist and choir di- 
rec “tor of the All Souls Church, a post 
he has held for 19 years, and his wife 


has sung soprano in the choir for 15 
years. 

When interviewed by Staff Writer 
Alice Moldenhawer of the World-Tele- 


gram and Sun, Mr. Brewster said he 
fell in love with the art of bell ringing 
at a handbell choir festival which he at- 
tended last spring in Elizabeth, N. J. He 
decided to have a set of the handbells 
made, ordinarily a two-year job, but 
luckily he was able to take over an order 
that had been placed in 1958. Thus, i 
took him only 2% months to get delivery 
on these bells. 

At the December 11 Christmas vespers 
members of the All Souls choir will ren- 
der the Westminister chimes at the start 
of service and at the close, in response 


to the benediction, will render ‘ ‘Silent 
Night, Holy Night.” This rendition will 


be done “with chords.” It promises to 
be a gala evening of Christmas music! 


Out-of-State Liability Tax 


Is Ruled Unconstitutional 


The Third Court of Civil Appeals of 
Texas in a recent ruling held that the 
state’s efforts to collect taxes on liability 
insurance bought through agents outside 
of Texas is unconstitutional. 

The Dallas News reported that Asso- 
ciate Justice Robert G. Hughes predicted, 
however, that the U. S. Supreme Court 
will re-examine its holdings on the sub- 
ject and later sustain the Texas law. 

Under. Supreme Court opinions now 
in effect, the Texas tax is invalid, Mr. 
Hughes said, affirming a decision by Dist. 
Judge J. Harris Gardner of Austin. 

" The Texas Legislature passed a law 
requiring purchasers of insurance from 





companies which are not licensed in 
Texas to pay a tax equal to 5% of the 
premium. The tax upon ey eet li- 


to 3.85% 


censed in Texas ranges from 1,1 
of the premium volume, 
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Midyear 


Meeting 


Of Insurance 


Advertising 





Conference 





Advertising managers from approxi- 
mately 150 insurance companies during 
the Insurance Advertising Conference’s 
two-day mid-year meeting last week in 
Washington heard ad agency men tell 
how to visualize intangibles, about tele- 
vision and insurance advertising, what 
the consumer thinks “about your prod- 
uct” and media in motive and manner. 
Advice gladly given came from David 
W. Barton, president of the Barton- 
Gillet Co. Baltimore, who told how to sell 
intangible products; Barrett Brady, 
senior vice president and director of 
creative services, Kenyon & Eckhardt, 
New York City, who discussed television 
advertising in relation to insurance, and 
Carl H. Hendrikson, Jr., vice president, 
Stewart, Dougall & Associates, market- 
ing consultants, New York City appear- 
ing on behalf of James T. LeCompte of 
the same agency who was unable to 
attend. Mr. Hendrikson examined the 
role of market research in creative in- 
surance advertising. Final speaker of 
the four, William E. Matthews, vice 
president and director of media relations 
and planning, Young & Rubicam, Inc. 
New York City, stressed the continued 
development and study of communicative 
values of media. 


Barton: “Protection and Service for 


Sale” 


Mr. Barton stated that the insurance 
industry was not selling one intangible, 
but two—protection and _ service. He 
added that visualizing intangibles “is 
really nothing but finding a concrete 
ymbol to represent an abstract thought, 
asymbol that everyone can understand.” 
The speaker continued: 
“The first rule is to know what you 
have to sell. Call this analysis . . . pin- 
pointing the problem . . . getting to the 
heart of the matter... or anything you 
wish. It’s a rule that’s so elementary, 
it shouldn’t even be mentioned. Yet it 
is a rule that all of us break every 
lay. All of us are inclined to learn a few 
of the facts and then jump to an im- 
mediate conclusion without knowing the 
whole story. 
“It means that you have to get a copy 
of that policy and wade through that 
angle of legal language on your own. 
Don’t read the policy just once! Read it 
the first time to make sense out of it. 
Then read it again. 
“After you have thoroughly digested 
the policy go back to the department 
lead and to the underwriter and ask 
them about the policy. Keep asking 
questions. Pry every ounce of informa- 
tion from their bookkeeping minds. Just 
listen... listen... listen... and be 
prepared to sidestep their suggestions as 
to _ they think the advertising should 
lone. 
“Now that you have collected all the 
ats. . . you have the foundation for 
‘eating an advertising approach. But 
your next step is the hardest step of 
il: Cogitate. (I’d say, ‘Think,’ but I 
might be accused of accepting payola 
‘tom IBM.) 

“Of course, there are ways of increas- 
Ng your thinking efficiency. One way is 
Store all the facts and the key prob- 
‘min the back of your mind to simmer 
a week or two. 

‘But regardless of what goad you 
We to prod your brain thinking is 
werely the process of sifting through 
jour total experience. From what you 
‘we seen, from what you have heard, 
tom what you have read, from your 








Ad Agency Men Discuss Key Concepts 
And Future Trends in Advertising 


IAC Members Told How to Sell Intangible Products, Use 
Television Effectively and What Consumer Thinks 
Of Their Product 


actual experience, that data processing 
machine you call your brain selects, 
discards pieces together bits of informa- 
tion and then feeds you an answer. The 
point is it might not be the right 
answer. 

“What's the difference between visual- 
izing intangibles and the process of 
developing an advertising approach? 
Simply this: visualizing intangibles re- 
quires more thinking more hard 
thinking. 

“Whether we're talking about adver- 
tising agencies, magazine publishers, or 
insurance companies, the secret of visual- 
izing intangibles is to think longer and 
harder than your competitors and then 
to present your thought in an out-of-the- 
ordinary manner.” 


Brady: “TV Commercials Are Show Biz” 


Talking of television advertising Mr. 
Brady said making a commercial is like 
getting in show business—and the odds 
of the commercial being successful are 
about the same as a Broadway show. 

Mr. Brady then pointed out the follow- 
ing three areas where he believes TV 
commercials go astray: Amusement, 
believability and complications. He em- 
phasized that while it was often desirable 
to introduce an amusing commercial— 
there was always the danger of entertain- 
ment overriding the target of the com- 
mercial—which is, of course, to sell. 

Commenting next on believability, Mr. 
Brady quoted a survey which found that 
for every one person who finds print 
advertising misleading, “six find TV ads 
misleading.” He pointed to the double 
stooge technique and the tone of the 
announcer as causes for this belief that 
advertising shades truth. (Ed. note: The 
double stooge technique consists of 
stilted or unlikely dialogue between two 
characters designed to influence the 
potential buyer. Sample: Little girl— 
“Mommy I just love this brand X 
spinach now in the crush-proof carton.” 
Mommy—“And its so fortified with 
vitamins A through D.’”) 

Mr. Brady suggested that 
more “natural” can often do a_ better 
selling job. He cited Walter Kiernan 
whose personality reportedly “has con- 
tributed a lot to the zooming success of 
the Comet car.” 

On complications, 


someone 


third on the list 
of TV commercial errors, Mr. Brady 
stressed the need for simplicity, 1i.e.; 
not trying to state too many messages 
in one ad in a high-pressured, anxious 
way. 

“If a commercial has to be okayed by 
several different men in an organization,” 
he added, “it’s very lucky if it emerges 
with its simplicity unscathed. Each man 
on the ladder of okays says: ‘Can’t you 
just add this. It’s only 15 words.’ 

“Gentleman, beware of saying these 
five deadly words: ‘Can’t we just add 
this. Nine times out of ten, all you’re 
adding is distraction, confusion and in- 
coherence.” 


Hendrikson: “Market Research a Tool” 


“Tt is my belief,” said Mr. Hendrikson, 
reading a paper prepared by Mr. Le 
Compte. “that advertising men should 
regard market research as an aid to 
their creativity and a tool for their ex- 
ploitation in performing their important 
function, preselling the consumer. With 
competition becoming sharper each year, 
with the clamor for the consumer’s 
attention becoming more strident it is 
clear that the modern day advertising 


manager has a tremendous task before 
him. He must utilize every possible 
means at his disposal for improving both 
his creativity and his effectiveness. He 
will find in market research an excellent 
device serving both of these needs.” 
Other points brought out by Mr. Hen- 
drikson were: 

“It has been our experience that those 
with creative talents, those who are 
more alert and progressive, are the very 
people who have made wide use of 
market research in advertising, sales and 
merchandising plans. These people, given 
basic data and factual evidence are able 
to do even more effective work in 
developing and directing sales efforts 
through well planned advertising and 
marketing programs. Furthermore, mar- 
ket research had aided these people in 
their efforts to sell their ideas and 
programs to top management as well as 
obtaining the necessary budget to im- 
plement their plans... 

“Studies which define and 
various markets are generally 
studies where differences in statistical 
proportions are important. A_ specific 
example is one that our organization con- 
ducted for the National Bureau in 1956. 
Out of that study came a clear under- 
standing of the segment of the popula- 
lation that was being served by bureau 
member companies versus major com- 
petitors. 

“This and other signficant findings 
in that project would be invaluable to 
those members of management con- 
cerned with advertising, rates, product 
development and sales in their roles of 


classify 
large 


creative planning, programming and 
marketing action. . 
“The whole point is to get at the 


underlying motives that operate in the 
selection of one type of insurance pro- 
gram as opposed to another. Through an 
understanding of these motives it is 
possible to select the most productive 
advertising theme and _ copy ideas. 
Through such a study for example it can 
be learned that possibly cost is, in a 
sense, only a-minor factor in choice; that 
the feeling of security of a large com- 
pany standing behind the insured is a 
powerful motive. These understandings 
can be the basis of an advertising plat- 
form .'. .. 

“We have done some work for the 
National Bureau, for example, to appraise 
consumer reaction to the special auto- 
mobile policy that was being test mar- 
keted in Pennsylvania, Michigan, Iowa 
and Nebraska. These studies revealed a 
number of significant findings that could 
be put to effective use by sales and 
advertising management. 

“For example, the merit rating feature 
was not only found to have appeal 
among new customers but it was also the 
feature that was best known about the 
special automobile plan. Another inter- 
esting finding was the fact that most 
of the new customers for the special 
policy did not keep all the money they 
saved through buying the new plan. 
Instead, most of them bought increased 
coverage by raising their protection 
from say ten, 20 and five to $50,000 for 
example... 

“Also keep in mind that market re- 
search can assist in your learning the 
effectiveness, the strengths and weak- 
nesses of your competition. Knowing 
this the creative sales and advertising 
man can capitalize on his competitive 
problems. I might also add that this in- 
formation may help him avoid making 
the same mistake his competitor made.” 


Matthews: “I Was Impressed” 


Mr. Matthews speaking of media in 
motive and manners, pointed to radio 
and television as changes in our social 
and economic order. These changes have 
in turn affected the meaning and utility 
of the various media. 

“In choosing media,” he said, “there is 
no single choice. There is no one best 
medium. I was impressed, in looking over 
past schedules of the insurance adver- 
tisers represented here, how various were 
your selections. All the major media have 


been used in volume, frequently com- 
bination, and the natural conclusion is 
that each justified itself and proved ef- 
fective. Whether it was. chosen for the 
right reasons at the right time I do not 
know, but it is certain that when a 
medium fits the advertising purpose at 
hand and is used in its appropriate 
terms for that purpose, its choice is 
good. 

“But when you turn to general maga- 
zines, to newspapers, to broadcast and 
outdoor, you move into non- selected 
mass. Within broad limits there is selec- 
tion, of course, and in newspapers and 
outdoor, the audiences of which are the 
majority of families in a given city, you 
can be sure of including, along with 
whatever waste there may be, most of 
your prime prospects in that city. The 
efficiency of your selection depends upon 
how large and expensive the waste is. 
The justification for your selection is 
whether cominunicating with a limited 
number within a much larger number 
serves your particular advertising pur- 
pose, 

“The question is whether in due time 
the peculiar values of the national 
magazine may not be eroded to the point 
of loss to the national advertiser. It is 
to be hoped that the present over play 
on segmentation will soon subside, for 
if the magazine losses its national iden- 
tity, there will cease to be a national 
medium and, in those terms, a national 


audience. Turning to the future, Mr. 
Matthews declared: 
‘Magazines for several years have 


been on the defensive. They are now 
coming up again, with editorial imagina- 
tion, to reassert their hold on the read- 
ing ‘public. Newspapers have had a new 
birth of color and are striving for a 
new approach in sales techniques and 
rates to serve the national advertisers. 
Television is settling down. The danger, 
until color becomes a prevailing reality, 
is that it is fixed in a stale and repeti- 
tious programming pattern which is turn- 
ing it into home movies. In any event, 
although it will undoubtedly continue 
to be the most effective entertainment 
medium for the mass audience, it needs 
now new life and fresh direction.” 





State Farm Names Bockhurst 
Deputy Regional Vice Pres. 


Carl W. Bockhurst has been named 
deputy regional vice president for its 
mid-Atlantic office by the State Farm 
Insurance Group. Mr. Bockhurst, who has 
served since 1955 as assistant vice president 
in general claims at State Farm’s home 
office in Bloomington, Ill., is a 27-year 
veteran with the company. As deputy re- 
gional vice president at the Springfield, 
Pa., office, he will succeed Arthur Bren- 
neman who was recently appointed to 
head State Farm’s Missouri-Kansas 
office at ‘Columbia, ‘Mo. 

A native of Missouri, Mr. Bockhurst 
received his law degree from Benton 
College of Law in St. Louis. He held 
various claim posts with State Farm 
before moving to the Berkeley, Calif., 
office in 1947 as resident general claim 
superintendent for the West Coast 
states. He moved to Bloomington in 
1953 as general claim superintendent. He 
will report to his new position about 
mid-December. 

Other promotions announced by State 
Farm include: Northwest office, Salem, 
Ore—James Edmondson, from under- 
writing unit supervisor to underwriting 
superintendent; John Glascock, from 
underwriting superintendent to division 
manager. Mid-Atlantic, Springfield, Pa. 
—Eugene Day, from claim superintendent 
to divisional claim superintendent. 

Home office, Bloomington, Ill—Byron 
Heiserman, from supply and communi- 
cations supervisor (West Central) to 
senior buyer; Wendell Lewis, from ex- 
pense analysis specialist to assistant chief 
accountant-expense analysis, and John 
Rybolt, from assistant chief accountant- 
expense analysis to methods and pro- 
cedure specialist. 
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New Research Center 
Planned For Hartford 


HEADED BY TRAVELERS’ MALONE 
Travelers Research Center, Inc, for 
Exploration of Environmental Sciences 
To be Non-profit Organization 





A new non-profit research center that 
will be located in Hartford was described 
recently by Dr. Thomas F. Malone, 
director of research for The Travelers 
Companies as a “significant step toward 
strengthening our national research 


capability in the environment sciences— 
the study of the atmosphere, the oceans, 
and the earth.” 

A group of scientists now carrying on 
meteorological and other research in The 
Travelers Weather Researh Center and 
Weather Service and in the weather 
system division of the research depart- 
ment will leave the insurance organiza- 
tion to form the nucleus of this new non- 
stock corporation which will be known 
as The Travelers Research Center. Inc. 

Two reasons were given by Dr. Malone 
for the formation of the new research 
center: “First, the many opportunities 
presented to us to carry on research 
programs under government and indus- 


trial sponsorship have convinced us that 
there is a real need for an independent, 
non-profit organization dedicated to 
applied research in the environmental 
sciences; secondly, we felt that our re- 
search in meteorology and other sciences 
has now grown beyond its application 
to a single company or any one industry. 

“Because of our gratitude to The 
Travelers for pioneering in the area of 
much-needed private research in mete- 
orology, the name of the new corpora- 
tion will reflect this initial sponsorship,” 
Dr. Malone remarked. 


Corporation as an Effective Link 


In commenting on the selection of 





RINGING HEADQUARTERS 


CLOSER 10 


AMERICAN SURETY 
AGENTS EVERYWHERE! /, 


The American Surety Branch Office 
network has a long record of 


on-the-spot service to agents across America. 
And the fieldmen and other personnel 
working out of these 39 locations will 
go right on providing prompt, efficient 
assistance to our agents and their clients. 
Now something new and important has 
been added to make this service even 
better—four regional American Surety 


Offices, in New York, Philadelpia, 
Chicago and San Francisco. These 
strategic offices bring many 

’ services closer 
to the agent in the field, 
through personnel thoroughly 
acquainted with the area 
and its problems. 


“home office’ 


Another example 
of American Surety’s 
continuing efforts to 
build agent sales 
success is our monthly 
publication, MAILROAD 
TO PRoFITs. Each issue 
discusses one line of 
coverage in detail. Send for 
your free copy of the 
current issue today... the 
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value of MAILROAD TO PROFITS has been proved 


in use over the years. Just use the handy coupon, 
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CASUALTY + INLAND MARINE 


Member: Transamerica Insurance Group 
100 Broadway, New York 5, N. Y. 
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AMERICAN SURETY COMPANY 
Agency & Production Department 
100 Broadway, New York 5, N. Y. 
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Hartford as the site for the new research 
center, Dr. Malone pointed out that the 
staff of The Travelers Weather Research 
Center and Weather System Division al- 
ready represented a “unique assemblage 
of scientific specialists in the environ. 
mental sciences.” The many natural 
advantages of living in the Hartford 
community and the challenging nature 
of the work under way have made jt 


possible, he said, to assemble from allf 


over the United States a research team 
comprised of 13 men with the doctorate 
15 with master’s degree and 12 with a 
bachelor’s degree in science or engineer. 
ing. 

“This corporation,” Dr. Malone ex. 
plained, “will serve both business and 
government agencies, complementing the 
basic research programs in our nation’s 
universities, and providing an effective 
link between fundamental research and 
its application to the many activities 
affected in one way or another by the 
physical environment.” 

The center will be located at 650 Main 
Street in Hartford, present home of the 


weather system division, which employs} , - 
*\ Badvised 


60 individuals in connection with several 
government sponsored research programs 
including the 433L Weather System for 
which United Aircraft is the prime con- 
tractor. 

The weather services which have been 
offered in the past by The Travelers 
Weather Service through the medium of 
newspapers, radio, and television will be 
continued, but will now be _ furnished 
by the new corporation. 

Listed as incorporators in the articles 
of association are Dr. Malone, Dr. Robert 
M. White, associate director of research 
of The Travelers, and Dr, Glenn R. Hilst, 
assistant director. Dr. Malone will con- 
tinue as director of research for The 
Travelers and will serve in an advisory 
capacity to the new center. 





Occidental Names Davis 


Manager at Jacksonville 
Donald R. Davis has been appointed 
manager of the Jacksonville, Florida 
branch office of Occidental Life of Cali- 
fornia. Mr, Davis joined Occidental in 
1955 as assistant agency secretary and 
was promoted to assistant director of 
brokerage sales a year later. He trans- 
ferred to the company’s Pomona, Cal. 
branch office as brokerage manager in 
January, 1959 and later became assistant 
manager there. J 
A native of Oklahoma, Mr. Davis 
earned a degree from the University of 
Redlands (California), attended UCLA, 
and served in the Army for three years 
during the Korean conflict. 





Employers Life Appoints 


Brokerage Supervisor 


Frank J. Carey, chief executive of The 
Employers’ Group of Insurance Com- 
panies, has announced the appointment 
of George F. Reynolds as_ brokerage 
supervisor of The Emplovers’ Life of 
America, one of The Employers’ Group 
Companies. He entered the life insur- 
ance field with the National Life of 
Vermont in 1957, and his most recent 
assignment was as agency supervisor 
for United Life and Accident in Lyn, 
Mass. : 

Mr. Reynolds will serve insurance 
brokers on the North Shore and im 
Southern New Hampshire. 





J. G. Richardson Dead 


J. G. Richardson, CLU, associate gen 
eral agent in Little Rock for Pan-Amer- 
ican Life of New Orleans, died Novem- 
ber 29 at the age of 69. This prominent 
southern life insurance figure joine 
Pan-American Life in 1927 as a super 
visor in Memphis. He was a native 0 
Conway, Arkansas. 

For three years Mr. Richardson was 4 
senior member of Dynamo Club, the lead- 
ing producers organization of Pair 
American Life. He had previously beet 
a junior member for 13 years. 


Mr. Richardson is survived by. his 


wife, Elizabeth, two sons and a daughter. 
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Groves to Magnusson: “We’re Working 
On ‘Proper’ Unauthorized Legislation” 


In a recent letter to Minnesota Insur- 
nce Commissioner Cyrus E. Magnusson 
vho is NAIC’s Unauthorized Insurance 
committee Chairman, Charles H. Groves, 


Mirector of insurance, The Colorado Fuel 


und Iron Corp. and chairman of the Insur- 
ance Commissioners’ Advisory Commit- 
tee, reiterated an appeal that the “so- 
called ‘Uniform Non-Admitted Insurers 
Act’ be deferred until such time as our 
subcommittee could complete its organ- 
ation and provide your committee on 
ynauthorized insurance with some real 
afirmative assistance.” Mr. Groves fur- 
ther said: 

“Certain members of our subcommittee 
advised the group at large which at- 
tended the St. Louis meeting that for 
the time being, at least, the members of 
our subcommittee were thinking in terms 
that if any legislation at all were needed 
jin connection with the subject matter 
of the instant proposal, it should deal 
primarily, if not exclusively, with the 
licensing requirements of surplus lines 
brokers; that regulation of non-admitted 
insurers—even if desirable—could not be 
accomplished by the several states un- 
less those non-admitted companies sub- 
mitted to the jurisdiction of such states; 
that losses to American policyholders 
caused by the failure of non-admitted 
insurers was an infinitesimal amount as 
compared to losses sustained by policy- 
holders through failures of domestic car- 
riers directly under the supervision and 
regulation of the several states of the 
Union and that if anyone actually felt 
that the so-called ‘small insurance buyer’ 
was really in need of protection, the 
nly effective manner in which such 
mall insurance buyers could be _ pro- 
tected would be by means of enhancing 
the character, integrity, qualifications 
and responsibility of surplus lines bro- 
kers through whom such small insurance 
juyers purchased insurance coverage 
and that any such suggested form of 
legislation should be along these lines 
rather than what we consider to be an 
ineffective and unnecessary attempt to 
regulate the non-admitted insurance in- 
lustry which is the issue before the un- 
authorized insurance committee at pres- 
ent.” 

Mr. Groves then brought out that it 
Was “therefore evident that we will en- 
arge the membership of our insurance 
consumers subcommittee by substantial 
tumbers and, in my opinion, it will ulti- 
mately attain a membership which will 
‘onstitute the largest insurance buyers 
irgamization ever to be formed in Amer- 
ia I believe that this fact testifies to 
the seriousness with which the insur- 
ance buying public views the attempts of 
‘ly person, firm or organization to 
‘amper with, limit or circumscribe the 
ibility to use or the availability of the 
ton-admitted insurance market.” 

He said it was not the purpose of his 
‘committee “to adopt a negative approach 
‘0a problem which you feel is pressing 
ue. We thought at our second meeting 
We would study the refinements of the 
oginal draft of the bill recommended 
our New York meeting. Thereafter 
is hoped that we can provide, in final 
‘om, our conception of the proper type 
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i Unauthorized Insurance Commit- 
“We felt that by following the pro- 
“dure herein outlined we could render 
“lective and valuable assistance to your 
‘mmittee and further than that, we 
“vinced ourselves, that such assistance 
‘Swe did render would be representa- 
‘Ne of the thinking of the people for 


"tom any such legislation is intended to 
benefit,” 


legislation to be approved by the- 





Amendments to Compulsory 
Auto Ins. Act Urged in N. C. 


Three amendments to improve North 
Carolina’s Compulsory Automobile In- 
surance Act have been recommended 
by the North Carolina Association of 
Insurance Agents. The association is the 
largest professional insurance group in 
the state and is composed of local in- 
dependent agents whose businesses are 
located in every area of North Carolina. 

A statement issued by the association 
recommends elimination of the FS 
forms; a statutory uninsured motorist 
protection and more severe penalties for 
failure to maintain automobile insurance. 
It was also recommended that any act 
passed by the assembly including the 
suggested amendments, be on a further 
two year trial basis. 


move you ever made! 








1960 Edition of Comp. Law 
And D. B. Law Now Ready 


The Workmen’s Compensation Board 
of New York has recently issued its 1960 
edition of the state’s workmen’s com- 
pensation law and the disability benefits 
law. The volume also contains rules and 


regulations promulgated by the board and 
by its chairman, S. E. Senior. 


In addition there are excerpts from 


Good Bond Men! 

We are one of the country's leading Multiple Line Groups and 
we're a our bonding operations. This has created fine oppor- 
tunities for experienced bond men to fill key positions in several of our 
branch offices; advancement chances are excellent. 

Our Group operates from coast to coast and offers complete 
employe benefits, including liberal vacation and retirement plans. If 
you feel you are qualified, answer this ad today—it may be the best 


Address Box 2862, The Eastern Underwriter 
93 Nassau Street, New York 38, N. Y. 





other state laws pertaining to workmen’s 
compensation and disability benefits as 
well as a detailed index of both the com- 
pensation and \D. B. laws. 


The history of all amendments, begin- 
ning with 1914, is persented in footnotes 
which appear following each section of 
the law. 


Chairman Senior advises that the 1960 
edition costs $1 and copies may be ob- 
tained from the Secretary of the Board 
at 50 Park Place, New York. 





F anal 
































(C 


~ 


























-_ 


The Prudential announces substantial reductions 
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SINGLE PAYMENT ANNUITIES. 
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in the rates for 


Now Prudential’s new rates are among the lowest in the industry. 
On the chart below, you'll see the big reductions in Prudential’s rates. 













































































SINGLE PREMIUM FOR $100 MONTHLY ANNUITY 
ISSUE NEW OLD PERCENT 
AGE SEX PRUDENTIAL RATES RATES REDUCTION 
LIFE (NO GUARANTEE) 
oe M $18,500 $21,660 14.6 
e 21,070 24,610 14.4 
M 14,180 15,910 10.9 
os a 16,540 18,730 41.7 
M 9,680 10,780 10.2 
= F 11,510 13,240 13.1 . 
10 YEARS GUARANTEED AND LIFE 
sie M $19,110 | $22,580 15.4 
F 21,330 | 25,260 15.6 
um M 15,470 47,7270 12.9 
F 17,240 20,060 14.1 
aa M 12,440 14,290 12.9 
F 13,380 | 15,830 |. 15.5 











For further details contact: 


Rates for other amounts are in proportion. 


BROKERAGE SERVICE, THE PRUDENTIAL, NEWARK 1, N. J. 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


TO OVER 35 MILLION PEOPLE —- INSURANCE MEANS PRUDENTIAL 


You'll enjoy “THE TWENTIETH CENTURY,” Sundays, CBS-TV 
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Craugh Comments on 
‘Soaring Sixties’ Talk 


SEES SHARPER COMPETITION 
Utica Mutual President Presents Con- 
sensus of Opinion on Future of Prop- 
erty-Casualty Ins. in Present Decade 


Acknowledging that the “soaring six- 
ties” have not yet been able to get off 
the launching pad, Joseph P. Craugh, 
Utica Mutual president, and head of the 
National Association of Automotive Mu- 
tual Insurance Companies, told the re- 
cent Mutual Insurance Technical Con- 
ference in New York that “the long 
range economic prospect continues to be 
regarded as highly favorable.” 


In his talk “The Competitive Sixties,” 
Mr. Craugh made several general ob- 
servations upon the future of the in- 
surance business and urged industry 
leaders not to lose sight of objectives 
“under the lash of competitive neces- 
sity.” 

Mr. Craugh at the outset said he did 
not intend “to do any real forecasting, 
but merely to present a synthesis of 


what many informed commentators have 
been saying.” The dominant feature of 
the next decade, as far as property-cas- 
ualty insurance companies are concerned, 
he believes, is going to be a sharp in- 
crease in competition. The speaker con- 
tinued : 


Government Retreat, Wishful Thinking 


“Relationships between insurance and 
government will continue to become 
closer and more complex. Political lead- 
ers and government administrators will 
come to pay an increasing amount of 
attention to insurance—both to the busi- 
ness of insurance as an institution to be 
investigated or regulated or studied, and 
to the idea of insurance as a mechanism 
for spreading the cost of economic loss 
which need not necessarily be operated 
by private insurance companies. This 
will be true regardless of which party 
controls in Washington or in the states, 
even though party approaches may dif- 
fer. Hopes that government will retreat 


from the insurance business are mere 
wishful thinking. 
“Today, those in government are be- 


coming more subject to organized and 
unorganized public pressures than ever 
before. And over a generation strong 
public pressures have built up that have 
led many individuals to believe that the 
‘insurance idea’ in some form is the most 
desirable method of transferring their 
risk of economic loss to others. 
“Unfortunately, it has not become clear 
to them that the cost of their protection 
must be measured by the degree of their 
exposure to loss if the ‘insurance idea’ 
is to operate successfully. Thus, too 
many members of the public have come 
to believe that the controlling consider- 
ations in an insurance type of operation 
can be political rather than economic. 
“The competitive struggle will be 
especially severe for insurance companies 
operating on orthodox lines, and ob- 


viously at a disadvantage will be smaller 
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Fully prepared through long experience to serve 
intelligently those Underwriters who demand the 


“WE ARE WHAT WE DO" 


123 William Street, New York 38, N. Y. 
WoOrth 4-1981 


C. & S. ASSN. ELECTS CHERRY 

Cameron Cherry of National Union 
Insurance Co. has been elected president 
of the Casualty & Surety Association 
of Harrisburg, Pa. Other officers who 
will serve to November 1961 are: Exec- 
utive vice president—R. E. Whitehead, 
Employers Liability Insurance Corp.; 
secretary—Reginald J. Vought, America 
Fore Loyalty Group; treasurer—Mal 
Baker, Maryland Casualty, and executive 
committee advisors—Frank P. McNamee, 
Aetna Casualty, Jack Suder, U.S.F. & G. 





companies that lack financial resources 
to operate long at a loss. 

“There will be competition from gov- 
ernment programs which masquerade as 
‘insurance, even though they actually 
are programs of taxation and subsidy. 
There may be direct or indirect competi- 
tion from large non-insurance organiza- 
tions which have an advantage because 
they can deal with groups of members, as 
in the case of labor unions. 

“There may be direct or indirect com- 
petition from non-insurance organiza- 
tions which have a marketing advantage 
because they have sales forces in wide 
contact with the mass market in con- 
nection with the distribution of prod- 
ucts or services other than insurance. 
Competition from such sources will be 
in addition to the fighting among existing 
insurance companies for the share of 
the market they retain. 

Political Considerations Necessary 

“Orthodox insurance companies—and 


especially those of their executives re- 
sponsible for underwriting policies and 
decisions—will have to decide whether 
they can survive and prosper by con- 
tinuing to follow traditional insurance 
principles in their underwriting opera- 
tions. These principles are supposed to 


be based upon hard-boiled economic con- 
siderations, such as that in the long run 
premiums must be enough to cover losses 
and expenses and to leave a little over 
to finance growth. Or they may have to 
conclude that changing conditions make 
it necessary to take ‘political’ considera- 
tions into account. By ‘political’ consid- 
erations in this context is meant writing 
some lines or classes at rates which do 
not reflect exposure to loss, but reflect 
such factors as fear that government 
will set up a competing program, deter- 
mination to meet competition even 
though this means obviously taking a 
loss, writing accommodation lines to keep 
producers happy, or even taking certain 
unsound underwriting actions in the 
name of ‘improving public relations.’ ” 

In summary, Mr. Craugh said: “These 
are things that many, if not all, com- 
panies are doing today, and probably 
will continue to do to the extent they 
must in the future. All intelligent insur- 
ance executives are familiar with the 
principles upon which the insurance idea 
is based, and presumably are convinced 
of their soundness, but they tend to bend 
a little under the lash of competitive 
necessity. That does not make it any 
less desirable for all of us to keep in 
mind what we are doing, why we are 
doing it, and what the eventual conse- 
quences can be.” 
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Emil Wl Be Happy to s You 


AT HIS FINE RESTAURANTS 


23 PARK ROW 
Near Ann St., N. Y. 
Phone: WOrth 2-2514 


Diners Club, American Express, Hilton Carte Blanche 
Private Room for Luncheon and Dinner Parties 


On WQXR (Cocktail Hour) 5 p.m. every other Saturday, 


213 PEARL STREET 
Near Maiden Lane, N. Y. 
Phone: Digby 4-2348 





Down Town Glee Club Concert Set 
For Dec. 16 At Carnegie Hall, N. Y. 


Among those celebrating the preserva- 
tion of historic Carnegie Hall, New 
York, are the members of the Down 
Town Glee Club, N. Y. C, who will 
gather at Carnegie Hall on Friday even- 
ing, December 16, to stage their 35th 
annual Christmas concert. 

The 200 members of the Glee Club are 
insurance, banking, transportation and 
other executives, and whatever their 
business or professional competence, 
musical ability and glee club experience 
are the only major requirements for 
membership. The club is one of only 
three groups to appear at Carnegie Hall 
consecutively for over 30 years. The 
others are the New York Philharmonic 
Orchestra and the New York Oratorio 
Society. Traditional full-dress Carnegie 
Hall concerts are staged twice a year 
by the Glee Club and are sold out at each 
spring and Christmas appearance. Dr. 
George Mead, organist and choir master 
of Trinity Church, New York, is the 
club’s conductor. 


The Program 


The forthcoming concert will offer an 
appealing program featuring a group of 
echo songs, with a chorus singing from 
the balcony. There will also be a group 
of numbers by Franz Schubert and sev- 
eral selections from “Oklahoma” to 
honor the memory of the late Oscar 
Hammerstein. The choir boys of Trinity 
Church and of St. Paul’s in Flatbush, 
Brooklyn, will sing a group of songs 
and a selection of Christmas Carols with 
the Glee Club. ggg soloist will be 
~_ young violinist, Nancy Cirillo, who 

scently returned from a successful tour. 
C lub accompanist is Stuart Ross who has 
been regular pianist for stars of the 
Metropolitan Opera, including Patrice 
Munsel, Richard Crooks and Rosa Pon- 
selle. 


Many Insurance Men in Club 
Many 


members of 


well known insurance men are 
the club. One of the past 
presidents, Russell Q. Blair, is with the 
Home Insurance Co. Another insurance 
executive is Arthur J. Hand, U. S. Fi- 
delity & Guaranty, who serves in a triple 
capacity as board member, historian and 
public relations chairman. 


Other insurance men in_the club 
membership are Douglas E. Gorham 
North American Reinsurance Corp: 


Kenneth C. Edgar, U. S. Fidelity 
Guaranty; Leroy F. Goodwin, Phoenis 
Insurance Co.; Edward W. Lewis, insur- 
ance manager of Vicks Chemical Co,; 
Edward J. Van Buren, 3rd., general in- 
surance broker; Paul W. Bruder, Ney 
York Life; Reginald Greet, Employers 
Fire; Stephens P. Brown of R. E. Clang 
Associates, general agents, Massachu- 
setts Mutual Life; Fred Schwartz, John- 
son & Higgins; James Strain, Yorkshire: 
Gordon James, Benedict & Benedict; 
George Eade, Northern of New York; 
Karl M. Grund, Chubb & Son. 

Also Richard T. Rieder, Mutual Bene- 
fit Life; John Helmkin of T. D. Helprin; 
William C. Pearson of Ebasco Services; 
William J. Ruth, Jr., Home Life; 
rice L. Egan, formerly of Appleton & 
Cox; John A. Craft of Craft Real Estate 
and Insurance; Rexford E. Gardner, in- 
surance broker; Arthur J. Etzel, Harold 
LaRonge and Anthony De Deo, of the 
Home Insurance Co.; Rubin de la Rosa, 
Unity Fire & General, and Louis M 
Rupnick, Equitable Life Assurance So- 
ciety. 





BONNER NAMED REP. 
Robert R. Bonner has been named a 


field representative for Standard Ac- 
cident’s Southern California — branch 
office. 


Mr. Booner began his insurance career 
with Pacific Indemnity in 1957 as a 
casualty underwriter. He joined Stan¢- 
ard <Accident’s Southern California 
branch office in 1959 as an automobile 
and multiple line casualty underwriter 
and held that position until the present. 





Phoenix Appoints Lindholm 
Norman J. Lindholm has been ap- 
pointed superintendent of casualty and 
bonding for the Phoenix of Hartford 
Companies in Minneapolis. 

He attended Dickinson State Teachers 
College of North Dakota, studied engi- 
neering at University of Wisconsin and 
business administration at University 0! 
Minnesota. 








Gerling International Insurance Company, Del. U.S.A. 
Robert Gerling & Co. Inc., Managers 
27 William Street, New York 5, N. Y. 


Universale Reinsurance Company 
Bahnhofstr. 1, Zurich, Switzerland 


Gerling International Compagnie d'Assurances 
et de Réassurance S.A. 


26 rue du Lombard, Bruxelles, Belgium 
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~ Bold Ad Approach 


(Continued from Page 27) 


ing from the burning of New York 
City in 1936. “This establishes the fact 
that this company is not a johnny-come- 
lately,” Mr. Benedict commented. “Most 
important, it makes the point that the 
Hartford, since its earliest days, has 
heen dedicated to fair and honest treat- 
ment of its policyholders. 

“The second and third illustrations 
emphasize the fact that the growth of 
the Hartford kept pace with the growth 
of the country. The fourth illustration 
js pointed to the future. In a word, a 


‘continuously growing company which is 


responsible for the most exciting addition 
to the Chicago skyline in years can 
hardly be regarded as hidebound and 
reactionary. 

“The next series in the consumer cam- 
paign was concerned more directly with 
selling the product. The Stag trademark 
was taken from its traditional place in 
the logotype and was moved to a posi- 
tion of prominence where it became part 
of the distinctive anniversary element. 

“The present day Hartford agent next 
came in for special attention. The an- 
niversary was not overlooked but you 
can see that the principal emphasis was 
on the personal attention and_ high 
degree of professional service which is 
characteristic of the Hartford agent. 

“Campaigns were prepared for areas 
of special interest, such as the insurance- 
buying farmer. Here too, the anniversary 
got the same treatment as in the gen- 
eral consumer advertising, 

“The actual date that marked the 
10th anniversary was June 28. This 
date also marked the incorporation of 


‘f Hartford Life into the Group. This dual 
occasion was a subject of an advertise- 


ment which appeared on the anniversary 


‘Pdate in newspapers in principal cities 
iPacross the country. 


“Returning to the campaign directed 


sap 0 the general public, our next effort 


again focused attention on the inde- 
pendent agent. Here a four-color page 
presented something of a character study 
of the Hartford agent. Again there is 
reference to the anniversary, both visu- 
ally and in the text.” 
Referring finally to Hartford’s forth- 
coming calendar advertisement in the 
‘Saturday Evening Post,’ Mr. Benedict 
said when the idea first came into being 
it “instantly struck sparks of excite- 
ment.” He explained: “There was the 
understandable thrill of sensing an im- 
portant creative innovation, but more 
important was the strong promise of 
achieving that oft sought but seldom 
attained goal—here was the opportunity 
to have our advertisement in active use 
for as much as a year in millions of 
homes. 
“Aside from the primary advertising 
aspect of this project, it soon proved to 
have great added value as an unusual 
agent promotion. We were concerned 
with the production of millions of calen- 
dars for insertion in the magazine. As 
4 consequence, Overrun copies of the 
msert could be provided in virtually 
wrelated quantities. More important, 
they could be produced at a fraction of 
the cost of even a simple wall calendar. 
And as a final touch, we arranged with 
the “Post” to have these overrun cal- 
tndars imprinted on each page with the 
tame, address and telephone number 
of the ordering agents... at a very 
moderate additional cost. 
How did the agents react to this offer? 
Let me put it this way” concluded 
Mr. Benedict: “The client is quite satis- 
ted with the result, By now you must 
suspect that we are rather proud of this 
inommon climax to an uncommon 
btogram. We are, indeed, though the 
inal appraisal con not be made until 
the Post publication field research re- 
wults are in.” 





Shorter Elected President 
George T. Shorter has been elected 
Mesident of the North Carolina Associa- 
ton of Health Underwriters at the 
ghd recent board meeting in Greens- 
to. Mr. Shorter is general agent for 
%shington National in Raleigh, 





LIAB. RIDER APPROVED IN N. C. 

A loophole has been plugged and some 
complaints answered according to North 
Carolina Insurance Commissioner Charles 
F. Gold. A recent order by the Com- 
missioner authorized insurance companies 
licensed in that state to sell policy riders 
protecting insured motorists from un- 
insured drivers. 

Costing $3 per insured vehicle, the 
policy endorsement protects against un- 
insured out-of-state cars, stolen vehicles 
and hit-and-run drivers. 


Carlsen Named Regional Mgr. 


Ralph Carlsen, who has been Conti- 
nental Casualty’s New York branch 
manager since 1955, has been named 
regional manager for the branch offices 
in Syracuse, N. Y., and Hartford, Conn. 
Mr. Carlsen saw service with the U. S. 
Navy and began his insurance career in 
1949 as an inland marine underwriter. 
Although only 32, he is considered Con- 
tinental’s veteran branch manager, in 
handling excess and surplus lines. 


SEATTLE BRANCH OPENED 

The San Francisco branch office of 
the Hartford Steam Boiler opened a serv- 
ice office in Seattle December 1. The 
new office at 5507 White-Henry-Stuart 
Building and is staffed by Assistant Man- 
ager R. P. Bailey, Assistant Chief In- 
spector B. J. Loman and Chief Under- 


writer Miss Fern Fullmer. Both Mr. 
Loman and Miss Fullmer have previously 
served the company in the territory. 











“Unforeseen events...need not change and shape the course of man’s affairs” 


Paid off...in peanuts 


But it won’t be “peanuts” if you have to pay for your home and furnishings 
damaged by fire or windstorm. Replacement costs of your possessions have. 
increased. The value of dwellings alone has gone up and up and up over 


the last few years. Has your insurance protection kept pace with rising costs? 
Better be sure than sorry. Find out the actual value of your home, furnishings and 
personal possessions at today’s prices. Then bring your protection up to date. 
Your local independent agent, or broker, will help you. 
Remember: because he knows his business, it’s good business for you to know him. 


MARYLAND CASUALTY COMPANY 


There are many forms of Maryland protection for business, industry, and the home. Casualty Insurance, Fidelity Pcl fee 


Baltimore 3, Maryland 


and Surety Bonds, and Fire and Marine Insurance are available through 10,000 agents and brokers. 





- Another striking advertisement to help build more business for the local agent or broker 


by dramatizing the importance of insurance to value. 
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Late News 





Seek to Block Merger 


Latest development in the New Am- 
sterdam Casualty’s merger situation is 
determined expressed by a 
stockholder of the company, George F. 
Huber, Sr. whose family owns over 14% 
of New stock. 

He disclosed on 
is joining “with a number of other stock- 
to block the proposed merger 
Co. The reason 
is bad news for 


opposition 


Amsterdam 
December 6 that he 
holders” 
Home 
he gave is bevause “it 
all stockholders.” Mr. Huber and the 
stockholders joining him in this 
opposition own close to 30% of New 
Amsterdam stock, he said. 


with Insurance 


with 


Mr. Huber has already instituted man- 
damus proceeding in New York Supreme 
Court to compel New Amsterdam to ex- 
amine the stock lists, which examination 
has previously been refused. 





Propose 3 Company Merger 


Proposals for consolidation of the life 
insurance business of Carolina Life of 
Columbia, S. C., Guaranty Savings Life 
of Montgomery, Ala., and United Secu- 
rity Life of Des Moines, are under con- 
sideration, according to a joint statement 
issued by the companies. 

If negotiations are completed the life 
insurance business of the three com- 
panies would be continued effective 
January 1 under the name of National 
Equity Life of Columbia, S. C. 

The merger would give the new com- 
pany a total of life insurance in force 
of approximately $560,000,000. Total as- 
sets would be approximately $76,000,000. 


DONALD R. STEPHENS 


Three managers have been appointed 
at the Erie, Pa., branch office of The 
Travelers Insurance Companies. Donald 
R. Stephens has been named manager 
of casualty, fidelity and surety and fire 
and marine insurance; Fred Metcalf, 
office manager, and Cecil G. Reynolds, 
claim manager. 

Mr. Stephens joined The Travelers in 
1950 as a field supervisor of casualty, 
fidelity and surety lines at the Inde- 
pendence Square, Philadelphia office and 
in 1956 was appointed assistant manager 
at the office. In 1958 he went to the 
Pittsburgh office, with headquarters at 
Erie, as assistant manager. He is a grad- 
uate of Grove City College, and attended 
Wharton graduate school where he did 














FRED METCALF 


work on his master’s of business adminis- 
tration. 

Mr. Reynolds has been with The Trav- 
elers since 1922 when he was appointed 
an adjuster at the Erie office. In 1926 he 
was named a resident claim adjuster at 
Jamestown and the following year a line 
adjuster at the Erie office and in 1951 
a supervising adjuster. 


Mr. Metcalf became associated with 
The Travelers in 1951 at Charlotte, N. C., 
and has served as assistant field under- 
writer, special assistant, and administra- 
tive assistant at that office. In 1956 he 
went to Newark, N. J., in that capacity. 
then to Hartford and in 1957 was named 
assistant office manager at the Hartford 
branch office. Mr. Metcalf received his 
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B.S. degree from the University of No 
Carolina. 





American Universal 


Cash, Stock Dividend 


Directors of American Universal h 
surance Co., Providence, R. I. have dé 
clared a cash dividend of 30 cents pq 
share, payable on December 16 to stock 
holders of record November 25, and 
stock dividend of one share for each 
shares owned by stockholders, payab 
on December 16, to stockholders of rei 
ord November 25. Stockholders entitle 
to fractional shares will receive cash} 
lieu thereof. 
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qvew A. & H. Assn. Starts 
Off in New York 


L ITS PRESIDENT 





Hcalled N. Y . Health Ins. General Agents 
n., its Officers Include Schweitzer, 
Bullis, Bedford, Hill 












‘The New York Health Insurance Gen- 
ral Agents Association has been formed 
Ms an independent state organization 
with 20 charter members. At its organ- 
zational meeting November 30 in the 
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LOUIS MEDILL 
N. Y. officers 





Waldorf-Astoria Hotel, 
were elected as follows: 
President—Louis Medill, Continental] 
Casualty; chairman of board—Henry J 
Schweitzer, president, Dillon - Kuh 
Agency, Inc.; executive vice president— 
Emory Bullis, A. & H. manager of John 
C. Weghorn Agency, Inc.; vice presi- 
dent—James E. Bedford of Poughkeepsie, 
and secretary-treasurer—William J. Hill 
of Brooklyn and New York. 
Purpose of the new association, which 
is patterned after the Canadian Health 
Insurance Association, is to foster, per- 
petuate and develop voluntary insurance 
and to stimulate production of loss of 
time coverages reimbursement for 
losses due to accidents and sicknesses. 
The organization will adhere to a strict 
vode of ethics which will insure con- 
iderate and just treatment to the insur- 
ing public 

Special emphasis will be given to com- 
batting undesirable legislation, particu- 
larly Forand-type bills. 

A luncheon meeting has been set for 
January 9 at the Waldorf-Astoria but 
in the meantime a concentrated effort 
8 being made to enlist new members 
among general agents and managers in 
New York State. The objective is a 
membership strength of 100 in the first 
year of operation. 

Mr, Medill, who served the Interna- 
tional Health Insurance Association as 
4zone director in the New York area, 
ia represented Continental Casualty as 
general agent for nearly 20 years. He 


as 


also represents American Casualty and 
ecurity of New Haven in the same ca- 
jacity, Well known around town, he 
Wes as his non de plume, Mr. A. & &. 
i % New York. 











Wollny Retires; Was 
Loyalty Group V.P. 


IS SUCCEEDED BY McDOWELL 

America Fore Official Spent 37 Years as 
. & H. Executive; McDowell was 
Former Secretary of Compaines 














William Wollny, vice president of the 
America Fore Loyalty companies and 
vice president of Fidelity and Casualty 
of New York, retired December 1 after 
37 years as an accident and health execu- 
tive. His successor and long-time asso- 
ciate is Vice President George L. Mc- 
Dowell. 

A native of Jersey City, N. Ji, William 
Wollny entered the insurance business in 
1915, and joined the Loyalty companies 
in 1923 as superintendent of the A. & H. 
department of the old Metropolitan Cas- 
ualty of New York. He was appointed 
an assistant secretary of The Metro- 
politan in 1928 and in 1931 was appointed 
an assistant secretary of Commercial In- 
surance Co. 

He was appointed a secretary of the 
Commercial and The Metropolitan in 
1945. He was appointed a second vice 
president of the Loyalty companies in 
1950 and a vice president in 1958, (Fol- 
lowing the affiliation of the Loyalty 
Group with the America Fore Group in 
1957, Mr. Wollny was made vice pres- 
ident of Fidelity and Casualty of New 


York, one of the America Fore com- 
panies, in 1958. 
During World War I Mr. Wollny 


served in the U. S. Army. He is a char- 





$1.50 per thousand. 


pleasure. 








PRODUCTION TIP No. 2 
Here’s an R. J. Keane, Inc. Headliner 


Accidental Death & Dismemberment 


Up to $200,000 on One Life! 
For male risks under age 60 the rate is 


Female maximum is $100,000. Rate is the 
same for risks under age 60. 


Vvavav 


REMEMBER: Full coverage is provided 
around the clock — both business and 


R. J. KEANE, Ine. 


General Agents 


110 E. 42nd Street, New York 17, N. Y. 
PHONE: YUkon 6-0230 
Ask for AL NASSAU or BOB KEANE 


P.S. Don’t overlook the profitable market 
for Non-Can Guaranteed Renewable to 
Age 65! 







GEORGE L. McDOWELL 


ter member of the New York Accident & 
Health ‘Club, a member of the New Jer- 
sey Accident & Health Association, and 
the Health Insurance Association of 


America. 
G. L. McDowell 


George L. McDowell who succeeds Mr. 
Wollny heretofore was a secretary of 
the companies. Mr. McDowell will now 
head the America Fore Loyalty Group’s 
health and personal accident insurance 
department. 

A native of New 
President McDowell began his insur- 
ance career in 1923 when he joined 
Metropolitan Life. He came to Com- 
mercial Casualty of Newark, N. J., as a 
supervisor in 1928 and was appointed an 
assistant secretary of the Commercial in 
1943 and a secretary of all Loyalty com- 


York City, Vice 











WILLIAM WOLLNY 


panies in 1950. After the affiliation of the 
Loyalty and America Fore companies. 
a McDowell became a secretary of 

Fidelity & Casualty of New York. 

His entire business career has been 
closely tied-in with the health and per- 
sonal accident insurance business and 
he has been closely associated with Mr. 
Wollny for many years. Under their 
able direction the Loyalty companies 
have built one of the leading health and 
accident departments in the industry. 

Mr. McDowell has served on numerous 
committees of the Health Insurance As- 
sociation of America. He is a past pres- 
ident of the New Jersey Accident and 
Health Association and the Loyalty Com- 
panies’ 25 year club. 


AID-TO-AGED A TOPIC AT MAYO 





Symposium at Minnesota Clinic Draws 
Insurance, AMA Representatives to 
Discuss White House Conference 
World-famed Mayo Clinic was recently 

host to representatives of medicine and 

the Health Insurance Council at a sym- 
posium on the voluntary system of health 
care. 

The symposium in Rochester, Minn., 
instituted by the Mayo Clinic, drew to- 
gether representatives of a number of 
insurance companies, the American Med- 
ical Association, the Minnesota Medical 
Association, and the Mayo Clinic. 

Present for the HIC were its chairman, 
Arthur M. Browning, vice president in 
charge of Group insurance of New York 
Life, and its vice chairman, Louis A. 
Orsini, assistant director of information 
and research of the Health Insurance 
Association of America. The Interna- 
tional Claim Association was represented 
by Tierney O'Rourke, assistant vice 
president of New York Life. 

The meeting discussed the problem of 
health care for the aged, recommenda- 
tions to the White House Conference on 
Aging on behalf of the state of Minne- 
sota, and problems and responsibilities 
facing doctors, hospitals and insurers in 
the improvement and preservation of 
voluntary health insurance. At the clos- 
ing of the meeting, there was general 
agreement that the symposium had suc- 
ceeded in establishing a closer relation- 
ship between doctors and insurers. 

Representatives of both the Mayo 
Clinic and the HIC expressed an inter- 
est in arranging periodic meetings of 
a like nature with the objective of con- 
tinually improving relations. 





White Joins Mass. Bonding 


Robert White has joined Massachusetts 
Bonding as executive supervisor of its 
accident and health department. Mr. 
White has had many years experience in 
various capacities with the Continental 
Casualty. He will work closely with 
Clarence Miller in all phases of A. & H. 
operations—administration, underwriting, 
production and claims. 
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NAIC Sets Up New Subcommittee to 
Study Hospital-Medical Over-Insurance 


The NAIC committee on Accident & 
Health, which considered a number of 
important industry matters at the Com- 
missioners’ midyear meeting last week in 
New York, explored thoroughly the sub- 
ject of speculative buying of multiple 
hospital’ coverage. Several members of 
industry urged the NAIC to look into 
this situation with the result that in ex- 
ecutive session the committee, headed 
by Zack D. Cravey, Georgia Insurance 
Commissioner, decided to setup a sub- 
committee for a thorough study. This 
will be made in conjunction with the 
existing committee on non-profit hos- 
pital and medical service associations 
which have been studying over-insurance 
problems. é 

Walter D. Davis, Mississippi, is chair- 
man of the new subcommittee, composed 
of Donald Knowlton, New Hampshire; 
John J. Holmes, Montana, and Commis- 
sioner Cravey ex officio. 

When this subject was discussed by 
the non-profit hospital and medical serv- 
ice committee C. C. Yost, senior vice 
president, Union Bankers of Dallas, of- 
fered the suggestion that a compulsory 
pro-rata provision be inserted in all hos- 
pital insurance policies. As brought out 
in our December 2 issue, Mr. Yost felt 
that legislation might well be the answer 
to this problem. He agreed to put his 
views in writing and submit same to 
Artemas C. Leslie, legal consultant, Blue 
Cross Association and National Associa- 
tion of Blue Shield Plan, and John P. 
Hanna, HIAA’s general counsel for their 
review and consideration. 

Messrs. Leslie and Hanna also filed 
with this NAIC committee the “Second 
Status Report on Over-Insurance,” pre- 
pared jointly by HIAA and Blue Cross- 
Blue Shield. It deals with the “Rela- 
tions of Earnings to Insurance Pro- 
vision” of the uniform individual A. & S. 
provisions law and a summary of court 
decisions permitting multiple recovery 
of hospital or medical expenses. 

Definition of Guaranteed Renewable 

At the NAIC A. & H. committee ses- 
sion a question on the definition of guar- 
anteed renewable contracts, which had 
been submitted by the Wisconsin Insur- 
ance Department, was resolved by the 
committee by reaffirming its understand- 
ing that the 1959 NAIC definitions pro- 
hibit the use of the terms “non-cancellable” 
or “guaranteed renewable” in connection 
with policies having short term guar- 
antees of renewability. 

As announced in our December 2 issue 





FRANK I. MITCHELL PROMOTED 


Aetna Life’s Directors Appoint Him 
Ass’t Secretary of A. & H. Dept; 
His Career 
Frank I. Mitchell was appointed as- 
sistant secretary, A. & H. department, of 
the Aetna Life at a meeting of the board 

of directors last Friday. 
_Mr. Mitchell joined the Aetna organ- 
ation in 1946 following his graduation 
from high school and four years’ Army 
service. Two years later he was trans- 
ferred to the A. & H. department where 
€ served as an underwriter until his 
promotion to assistant superintendent in 
58. He was advanced to superintendent 
earlier this year. 


Lunch for NAIC Wives 


One of the more pleasant features of the 
NAIC meeting in New York last week 
Was the lunch and fashion show for 
Women guests given at the Essex House. 

¢ hostess, Mrs. Thomas Thacher, wife 
of the New York Superintendent of In- 
Strance, and John R. Barry, president 
of Corroon & Reynolds, chairman of the 
‘Mmittee on arrangements, are to be 
‘ongratulated on their excellent choice 

locale. The food was delicious and the 
Service polite. B. Altman sponsored the 
shion show and each woman guest re- 
‘ved a silver keyring from Tiffany’s. 








the subcommittee on regulation of ad- 
vertising was directed to expand its sub- 
ject matter to encompass the advertising 
of A. & H. coverage written by fire and 
casualty companies. 


The subcommittee to study rentals 


CHRIS SELLING DIES 


Served for Many Years as A. & H. Man- 
ager of Sun Indemnity; Operated as 
Insurance Broker Since 1950 

Christian F. Selling, for many years a 
well known figure in the A. & H. in- 
dustry who spent many years with the 
Sun Indemnity as head of its home office 





paid at terminals by insurance com- 
panies, John J. Holmes, Montana Com- 
missioner, chairman, was continued. 


accident and health department, died last 
week. He started his career with The 
Travelers. 

During his years. with the Sun Mr. 
Selling was active in the old Bureau of 
A. & H. Underwriters and served on 
various committees. 

In the past ten years he devoted all 
of his time to production of business, 


operating his own insurance brokerage 
business. 


Mr. Selling is survived by his wife, 
Vivian. 





A&H 


Combined Insurance Company of America, Chicago 
Hearthstone Insurance Company of Massachusetts, Boston 


WE HAVE YOUR 


Blueprint 
For Success 








* What does it take to be an outstanding general 
agent in Accident and Health? Can an agent suc- 
cessfully sell most any type of A & H coverage? 
Does selling A & H differ from selling other types 
of insurance? The answers to these important 
questions and many more—that make the differ- 
ence between ordinary results and extraordinary 
success—are available to interested general agents 


from Combined. 


During our phenomenal growth we have developed 
an invaluable blueprint for making general agents 
master builders in A & H. Find out what this blue- 
print can do for you—by writing to: Disability Di- 
vision, Combined Insurance Company of America, 
5050 Broadway, Chicago 40, Illinois. 


COMBINED GROUP OF COMPANIES 


Exclusive Specialists in ACCIDENT— SICKNESS — HOSPITAL— MEDICAL INSURANCE 


W. CLEMENT STONE, PRESIDENT 


First National Casualty Company, Wisconsin 


Combined American Insurance Company, Dallas 
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Polio Benefits From 
Insurance Cos. Down 


REVEALS A 6% DECREASE 


$4,577,000 Figure for 1960 Lower Be- 
cause Fewer Cases Reported Since 
1938, Says Institute 


HIl 





Polio victims have received more than 
$4.5 million in benefits in 1960 from in- 
surance companies under the provisions 
of special polio expense policies, the 
Health Insurance Institute reported this 
The HII revealed polio benefit 
payments by insurance companies were 
slightly less than last year but that the 
incidence of polio was sharply down from 
1959. 

In the first nine months of 1960, per- 
sons protected by polio expense policies 
received $4,577,000 in benefits from in- 
surance companies, a decrease of 6% 
from $4,865,000 in polio benefits paid out 
in the same period of 1959. 

However, Public Health Service 
ures show that were 2,303 
ported cases of polio in the Untied States 
in the first nine months of 1960, a de- 
crease of 4% 
polio reported in the first three-quarters 


week. 


fig- 


there re- 


from the 6,332 cases of 


of last year. 
Only Polio Expense Policies Included 

The HII said the fact that benefits did 
not decline as rapidly as the incidence 
rate illustrates the cost of long-term 
recuperative and treatment needs in- 
volved in the illness. The Institute also 
pointed out that the polio benefit figures 
were limited to payments made under 
polio expense policies and did not in- 
clude the benefits to polio victims under 
other types of health insurance policies. 

This year seems certain to be the low- 
est for polio incidence since 1938, accord- 
ing to the HII. The highest year was 
1952 when nearly 58,000 cases were re- 
ported, but there has been a decline 
since the Salk vaccination programs were 
initiated in 1955. 

In all of 1959, there were 8,425 polio 
cases, only one-seventh of the 1952 total. 
The lowest polio year since the Salk 
programs was 1957 when 5,485 cases were 
reported, and the final figures for this 
year are almost certain to be lower, 
said the HII. Back in 1938, there were 
1,705 polio cases and the lowest year 
since then was 1942 with 4,167 cases. 

The Institute also reported that the 
2,303 polio cases reported through Sep- 
tember 30 of this year were broken down 
into 1,553, paralytic cases, 508 non-paraly- 
tic and 242 listed as unspecified. Of the 
6,332 polio victims in the first nine 
months of 1959, some 4,050 were para- 
lytic cases, 1,747 were non-paralytic and 
535 were unspecified. 

In a typical polio expense policy, an 
adult for an annual premium of $3 can 
provide himself with up to $5,000 in med- 
ical benefits, and give his children the 
same coverage for $2 a child. 





Uniform Base Rates for AR 


Business Ordered in Iowa 


The Iowa Insurance Department, 
following a public hearing, has issued 
a directive ordering uniform base rates 
for all assigned risk business, effective 
Jan. 1, 1961. 

Iowa Insurance Commissioner William 
E. Timmons ordered the public hearing, 
seeking the uniform base as a result 
of the numerous merit rating plans which 
has resulted in the companies surcharg- 
ing before adding the assigned risk sur- 
charges. 

The Commissioner held that this 
caused a great variance in rates, depend- 
ing upon which company the ‘applicant 
was assigned to and created a situation 
which was discriminatory. Under the 
department directive the companies will 
use the bureau rates plus 25% and then 
add the assigned risk surcharges. 





Kemper Promotions Aimed at 


Improving Communications 

Five promotions, which became effec- 
tive December 1, to expand and improve 
the communications program of the 
Kemper Insurance Group, are announced 
by President Norris C. Flanagin. 3 

Clive R. Bishop, assistant secretary of 
Lumbermens Mutual Casualty and Amer- 
ican Motorists, has assumed the newly 
created post of director of publications. 
Richard R. DeMark succeeds’ Mr. 
Bishop as advertising manager. 

Harry Peterson is transferred from the 


advertising to the agency production 
department. Thalia Huffman succeeds 
him as editor of KIM, the companies 


staff magazine. 

Joseph A. McCabe moves from agency 
production to the accident and health 
department where he will supervise all 
A. H, advertising and sales promo- 
tion. 

“Our comprehensive program of pub- 
lications and their growing importance 
as communication media with both 
agents and staff nationwide have made 
it advisable to set up a separate depart- 
ment to supervise this activity,” Mr. 
Flanagin commented. 

The new publications department will 
edit and publish monthly and quarterly 
magazines to agents, monthly and week- 
ly magazines and newspapers to the 
staff and other internal and external 
publications. 





New Post for O’Connor at 
American Mutual Liability 


American Mutual Liability of Wake- 
field, Mass. has appointed Hal B. O’- 
Connor of Stevens Point, Wis. to direct 
activities of a newly established planning 
department, which will be concerned with 
plans and programs of new lines of in- 
surance and new forms of coverage. 

Mr. O’Connor has been associated with 
Hardware Mutual Casualty of Stevens 
Point for the past 21 years, where he 
served in various capacities in sales, 
claim, loss prevention and underwriting 
activities. At the time of his recent 
resignation from Hardware Mutual he 
was a vice president of that company, 
directing their sales operations. 


Council to Hear Rosenfield 


The annual membership meeting of the 
Greater New York Safety Council will 
be held December 13 at noon in the Skytop 
Room on the Statler Hilton Hotel, New 
York City. The luncheon session will be 
addressed by Harry N. Rosenfield, Wash- 
ington Counsel of the National Safety 
Council. Mr. Rosenfield will discuss: 
“Accident Prevention: a Federal or com- 
munity Responsibility?” in the light of 
eight years of growing Federal concern 
with safety measures and the expansion 
of public participation in accident preven- 
tion across the nation. 





Clark of Standard Accident 
Retires; Replaced by Matson 


Albert A. Clark, resident vice pres- 
ident, bond department of Standard 
Accident’s Detroit branch, retired De- 
cember 1. Mr. Clark began his insurance 
career with Standard Accident in 1925 
after graduating from University of 
Michigan, He was appointed manager of 
the Detroit branch bond department in 
1928 and was elevated to resident vice 
president in 1950. In his 35 vears with the 
company, he has been widely known and 
respected throughout Michigan for his 
ability to handle bonding needs intelli- 
gently and promptly. Mr. Clark intends 
to enter the agency business in Bloom- 
field Hills, Mich. upon his retirement. 

Jack Matson will assume full respon- 


sibility for the Detroit branch bond 
operations effective with Mr. Clark’s 
retirement. Mr. Matson joined Standard 


Accident in 1943 and has been manager 
of the Detroit branch bond department 
since 1957. He is a graduate of Wayne 
State University. 





D. W. Keenan to Manager 
Tampa Office for Aetna Cas. 


David W. Keenan has been named 
general manager of the Tampa office 
of Aetna Casualty & Surety. Appoint- 
ment of Mr. Keenan, who has been 
manager there since 1958, comes in con- 
nection with unification of the company’s 
casualty, fire and marine insurance 
operations. 
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ACCO Awards Certificates 
To Agents and Trainees 


Certificates of achievement were pre- 
sented to 20 persons at the completion 
of the first fall and winter school held 
for agents of American Casualty, Read- 
ing, Pa. 

Included in the class were 15 agents, 
four company trainees and a representa- 
tive of the Accident & Casualty Co. of 
Winterthur, Switzerland, the European 
affiliate of ACCO. 

The school was under the direction of 
Harry O. Eckert, ACCO’s vice president 
in charge of the agency department, 
Walter A. Rothermel, company educa- 
tional director, presided over the school 
sessions. 

Mr. Eckert said the school lasted four 
and a half weeks, and sessions during 
that period covered casualty, property 
and A. & H. coverages offered by Amer- 
ican Casualty. Experts from the various 
departments instructed in the different 
courses, 

Emil Brauchlin was the Swiss insur- 
ance man enrolled in the class. He will 
study American insurance practices dur- 
ing the coming year, and will spend his 
time principally in the American Casualty 
home office in Reading. 





Pollock and Klingenmeier 
Named by American Surety 


Stewart R. Pollock has been named 
resident vice president and Kenneth K, 
Klingenmeier has been promoted to man- 
ager of the Buffalo branch office of 
American Surety, William E. McKell, 
chairman and president, has announced. 

Mr. Klingenmeier, CP.CU, joined the 
Buffalo branch office in 1947 as super- 
intendent of casualty and was appointed 
assistant manager in 1953. Long active in 
insurance circles in the area, he is a 
member and past president of the Cas- 
ualty & Surety Club of Buffalo. 

Mr. Pollock joined American Surety in 
1921 and after gaining broad experience 
in the New York Metropolitan area was 
transferred to Buffalo in 1937. He was 
named manager of that office in 1941. 





Jarman and Frahm Advanced 
By Continentay Casualty 


Vincent S. McKerrow, vice president of 
Continental Casualty, has announced the 
appointments of Brian Jarman and Don 
Frahm as assistant superintendents of 
the excess and surplus lines department. 
Mr. Jarman joined Continental in 194 
as a reinsurance underwriter, and _ be- 
came an excess and surplus Lines Under- 
writer in 1956. Prior to his new ap- 
pointment, he spent two years as E. & 3 
Lines Manager in Continental’s Phila- 
delphia Branch Office. 

Educated at England’s Nautical Col- 
lege in Pangbourne, Mr. Jarman served 
as a Lieutenant in the Royal Navy 
Reserve from 1943 to 1950. After leaving 
the service, he then spent four years as 
a broker in the Lloyd's Market in 


London before coming to the United 
States. q 
Mr. Frahm, a native of St. Louis, 


joined Continental’s branch office there 
in 1955 as an underwriter trainee. He 
came to the home office the following 
year as an underwriter, and became a 
liability department supervisor in 1958 
He was transferred to E. & S. Lines in 
February, 1959. After his 1953 gradua- 
tion from Washington University, Mr. 
Frahm saw two years of Army service 
as a first lieutenant, and became a mem- 
ber of the Continental staff after his 
discharge. 





OHIO CASUALTY DIVIDENDS 


The board of directors of Ohio Cas, 
ualty at their meeting on November 
declared a regular quarterly dividend a 
16¢ per share and a year-end extra dt 
vidend of 8¢ per: share. This represents 
a total payout for 1960 of 68¢, an increast 
of 6% over the 64¢ paid out in 1959. 
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“How I added $3,333 in extra 
premiums by losing an account!” 


by a Connecticut Insurance Agent 


“Sounds far-fetched, but it’s true! A funeral 
director client of mine moved into impressive new 
quarters and immediately attracted my competition. 
In fact, one competitive ‘package’ policy for funeral 
directors looked so good to him that he canceled 
me out. 


“That’s when I called in my friend, Jeff Donahue, 
Special Agent for The American at their Hartford 
Branch Office; we quickly set up an appointment 
with the insured. Together, we examined and com- 
pared all the coverages and exclusions of each policy. 
When we were finished, the insured could see for 
himself that The American policy offered broader 
protection. He decided to reinstate it immediately. 


“As if that weren’t enough, a few days later this 
same client asked me to check over his fire policies, 
which were written by another agency. Again, I 
turned to Jeff Donahue. Our survey revealed that 
the insured, by complying with a few simple recom- 
mendations to reduce his potential fire exposures, 
could save himself 20% with The American. 


“As a result, he gave me all his fire business, 
amounting to $3,333 in extra premiums. Now I 
control the entire account, thanks to Jeff Donahue 
and The American.” 


You, too, can help yourself to extra income by 
taking advantage of The American's fine reputation, 
multiple line facilities and excellent branch office 
services ... offering authoritative underwriting, 
prompt policy-writing, expert engineering, pre- 
mium auditing and speedy claim attention. Con- 
tact your closest branch office. Let us prove to 
you that The American means business ... MORE 
BUSINESS FOR YOU. 





NEWARK 1, NEW JERSEY 
The American Insurance Company « American Automobile 
Insurance Company « Associated Indemnity Corporation 


AUTOMOBILE + BONDS + BURGLARY «+ FIRE & ALLIED LINES + GENERAL LIABILITY + GLASS 
GROUP ACCIDENT & HEALTH + INLAND & OCEAN MARINE + MULTIPLE PERIL * WORKMEN'S COMPENSATION 
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Magazone—LOoK’s Regional Advertising Plan 
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Liberty Mutual’s Advertising Appears 
in Loox’s Magazone’s 1, 2, 4, and 8. 


Advertising that Helps Salesmen Sell 


Liberty Mutual has a list of clearly 
defined objectives for its magazine 
advertising and an over-all market- 
ing plan to go with it. Three adver- 
tising campaigns run concurrently. 
The one in LOOK features “home- 
owners” package insurance plan. 


In LOOK, Liberty Mutual makes good 
use of Magazone to cover zones l, 2, 
4, and 8 in the heavily populated North- 
east and Great Lakes region from 
Maine to Wisconsin. Purpose of the 
company is to concentrate its adver- 
tising story in a desirable market 
where the company has the local offices 
and manpower to follow up adver- 
tising with sales and service. 


Workmen’‘s Compensation 


Liberty Mutual’s leading line is 
workmen’s compensation insurance, 
and in that field the company conducts 
a continuous program aimed at the 
business market. The inscription on 
the wall above the spacious lobby of 
the Boston home office says in part: 
“With our policyholders we are en- 
gaged in a great mutual enterprise. It 
is great because it seeks to prevent 
crippling injuries and death by remov- 


ing the causes of home, highway and 
work accidents. . . . Its true greatness 
will be measured by our power to help 
people live safer, more secure lives.” 

To push its workmen’s compensation 
line and to promote loss prevention, 
Liberty Mutual advertises in broad 
business publications as well as in 
trade magazines which are read by 
executives and engineers engaged in 
oil drilling and construction. 


Automobile Insurance 


The next important program of 
Liberty Mutual is its auto insurance 
line. Protection here considers the high 
mobility of the insured individual who 
drives across state lines and into all 
parts of the country and Canada. The 
rate structure varies from state to 
state. The risk, the company says, is 
also a variable hazard from the rural 
roads of one area to the crowded 
superhighways outside the big cities 
and resort areas. 

The auto insurance line is adver- 
tised in Saturday Evening Post and 
Time. The auto insurance line is always 
included with the homeowners theme 
in LOOK. 


Homeowner Insurance 


Third campaign of the series is for 
Mr. Homeowner, or Mr. Tenant, who 
for the most part stays put on the 


same parcel of real estate. The hazards 
against which he needs protection are 
fire, theft, personal liability, wind- 
storm, explosion, and many more. With 
Liberty Mutual, the ad copy says, he 
can cover the whole gamut of hazards 
in one easy-to-buy, easy-to-pay-for 
package. 


Market Concentration 


The homeowners campaign runs ex- 
clusively in LOOK. Robert Mattox, 
assistant vice-président, and adver- 
tising director at Kiberty Mutual, and 
his associates say: “LOOK Magazone 


gives us concentration in the markets 
where we prefer to write business, ané 
where we have the manpower to pro-: 
vide homeowner service.” 

LOOK reaches a large percentage of 
active, young families who own their 
homes, automobiles, and a long list of 
other valuable possessions. Latest sur- 
veys show that LOOK goes into more 
than 16,850,000 households. You, too, 
can reach this powerful family audi- 
ence or a selected portion of it through: 
your advertising message in LOOK and 
Magazone, LOOK’s regional advertis- 
ing plan. 


LOOK 


The exciting story of people ... what they do, what they 
feel, what they want, what they think . .. an everchanging 
story told with warmth, understanding, and wonder. 


Reaching into 16,850,000 households with a single issue 
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